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When You Say: 


“Mr. Employer: Rarely is a man given the opportunity to do so 
much for so many at so little cost as when he is able to provide 
Group or Wholesale Life insurance for his employees.” 

And, equally true, few men are able to do so much for so many at 
so little cost in time and effort as the agent who introduces the 
subject of a Travelers Group or Wholesale Life insurance plan to an 
employer. 

Not only may he be the means of making life easier for the 
families of those employees who die while they are under the shelter 
of Group or Wholesale plans, but also through the commissions he 
earns from the case itself and its by-products, he is making life 
easier and more comfortable for himself and his own family. 
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UNION CENTRAL supplies 


Practical Sales Help to 
pave the way for its agents 
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"This time- 
ly material 
comes from the home 
office every week. It 
sure helps to make 
more sales!" 









These little booklets are now being written in the language 
of the layman and are easy to understand. Every one will 
give a thorough description of the type of policy each 
policyholder may have just purchased. 


Prospective policy purchasers, too, will appreciate this 
series of comprehensive booklets, for they give a complete 
understanding of the services and plainly show the values 
of U. C. contracts. 


It’s just another reason why U. C. agents find it so easy 
and like to sell for this up-to-date company. 


The UNION CENTRAL LIFE 


INSURANCE COMPANY 
CINCINNATI, OHIO 
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Selling fans to Eskimos won’t 
pay off the mortgage on the 
old homestead... nor will 
educational policies hold much 
appeal for the middle-aged. But 
for juveniles ... ah! Doesn’t the 


cash register sound wonderful ? 


What’s in your sales kit? A wide 
range of policies for juveniles? 
... Annuities for elderly 
women?... Substandard facili- 
ties for the impaired? ... Par 
and Non-Par?...Group?... 
Wholesale?... Salary Savings? 
... A&H... including Income 
Indemnity? . . . Cooperation 
based upon practical know-how? 


Perhaps Continental Assurance 
car. help you... 


Nationally Known for Strength and Growth 
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CONTINENTAL CASUALTY COMPANY 
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La Guardia Plan's 
Success Depends 
on fhe Doctors 


N. Y. Mayor's Proposal 
Discussed at Panel of 
Risk Research Institute 


NEW YORK—Until the method of 
operation of Mayor La _ Guardia’s 
Health Insurance Plan of Greater New 
York is more clearly defined, it is 
difficult to determine how successfully 
it can be operated, Frank Van Dyk, 
vice-president of Associated Hospital 
Service of New York, declared at a 
panel discussion of the plan sponsored 
by the Risk Research Institute, a na- 
tional association of insurance buyers 
and self-insurers. In addition to Mr. 
Van Dyk, speakers included Winslow 
Carlton, secretary of the temporary or- 
ganizing committee for the mayor's plan, 
and Henry Reichgott, group under- 
writer of Equitable Society. Mr. Van 
Dyk pointed out that the success of the 
plan is predicated on the attitude of the 
medical profession. . ; 

A letter from Dr. W. Guernsey Frey, 
president of the Queens County Medical 
Association, was read by W. Winthrop 
Clement, executive director of the insti- 
tute, which stated that United Medical 
Service, an existing medical expense plan 
affiliated with Associated Hospital Serv- 
ice, would offer a new policy giving cov- 
erage similar to that proposed in the 
mayor’s plan within the next week or 
two. This policy will be offered in co- 
operation with the state medical society 
and Dr. Frey indicated its coverage 
would be broadened as soon as it 1s 
deemed feasible after experience had 
been obtained. 


Doctors Want Details 


Mr. Van Dyk pledged the support of 
his organization to the -LaGuardia 
plan, but suggested it must be guided 
by practical experience. Without sup- 
port of the hospitals, Associated Hospi- 
tal Service would not be in existence, he 
said. It was discovered that $500,000 
surplus could “fade like snow in the 
summer sun.” The approach to social 
insurance is from the lowest possible 
cost basis and the payment of money is 
never sure to meet all of the costs in- 
volved. Originally started with the co- 
operation of 75 hospitals, Associated 
Hospital Service had difficulty in selling 
employers on its plan until it was able 
to gét genuine hospital support and it 
now has cooperation from 260. With 
95% of their business on the basis pro- 
posed by La Guardia, doctors may well 
want to know what details of the pro- 
gram are. Blue Cross plans now have 
contracts with 250,000 employers in 
which 16,000,000 people participate, he 
asserted. 


Part of Private Companies 


Group accident and health plans writ- 
ten by private companies exclusive of 
mutual benefit associations are in effect 
with 17,000 employers covering 6,500,000 
employes, Mr. Reichgott declared. Group 
hospital expense plans have been pro- 
vided by 15,000 employers for 4,300,000 
employes and 7,500 employers have in- 
cluded the families of employes under 
their plans. About 75%-80% provide 
surgical benefits and 2,800 include surgi- 
cal benefits for families. 

The loss ratio of group accident and 

(CONTINUED ON PAGE 10) 
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Future Holds 


Ex-Serviceman Intelligently Plenty of Challenge 


Insurance companies are going: to have 
to develop new policies and practices 
for dealing with the ex-serviceman, Lt. 
Commander J. Raymond B, Hutchinson, 
medical director of Acacia Mutual Life 
now on duty with the navy, said in his 
discussion of “Underwriting the Ex- 
Serviceman” before the annual meeting 
of the Institute of Home Office Under- 
writers at the Edgewater Beach Hotel 
in Chicago this week. 

There will be more than 10 million 
men, practically all of them in the pros- 
pect age range, the major percentage of 
them wider 28, who will have seen serv- 
ice, he said. This is a tremendous res- 
ervoir of prospects and necessarily a big 
underwriting problem. These men should 
be physically above the average with the 
medical treatment they have had as well 
as the splendid conditioning they have 
undergone, Dr. Hutchinson said. 


Should Write on Some Basis 


He pointed out, however, that “we 
now have our social security and other 
social legislation which are rapidly mak- 
ing people more security conscious.” In 


‘his opinion, the day rapidly is passing 


when the medical director or under- 
writer can sit back and write a letter to 
the agent, ‘We are sorry that Mr. Jones 
does not meet the physical requirements 
of this company,” without giving a great 
deal more thought than in the past as to 
whether the man could be insured on 
some basis. After the last war insur- 
ance companies enjoyed a tremendous 
expansion partly due to improved eco- 
nomic conditions but largely because 
some four million men had been made 
insurance conscious through National 
Service Insurance policies. With almost 
three times as many men and women in 
service today, it is reasonable to sup- 
pose, he said, that the companies will 
receive a similar impetus following this 
war. These people need insurance, he 
said, they want the security insurance 
gives, and the companies must make in- 
surance available to a larger segment of 
the population than in the past. 


Will Need and Want Insurance 

On his return from war the ex-serv- 
iceman will have a desire to protect his 
family, begin business, continue plans 
interrupted by the war, and to secure 
financial protection and backing. He 
has been introduced to life insurance 
through National Service Insurance and 
will be insurance conscious, Dr. Hutch- 
inson said. He will be in a receptive 
frame of mind and will look to the com- 
panies for properly programming his 
needs. The companies’ responsibility is 
to provide for those needs and hence 
the underwriter will be faced eventually 
with his evaluation as an individual jn- 
surance risk. 

Pointing out that his statements were 
private opinions, Dr. Hutchinson dis- 
cussed the problem of selection created 
by the war. These risks, he said, have 
been out of contact with civilian envi- 
ronment for two, three or four years or 
Some of them will have had ill- 


more. 
nesses concerning which underwriters 
will require specific information, the 


only source of which will be his serv- 
ice health record. Consequentily the 
health record of the man during his 
service will be of considerable value. 


Shouldn’t Reject the Insurable 


Dr. Hutchinson urged underwriters 
not to render a disservice to the appli- 
cant and the companies by rejecting in- 
surable risks through lack of apprecia- 
tion of the different factors involved in 
considering the insurability of an ex- 
serviceman as opposed to the civilian 
applicant, through improper interpreta- 


tion of the man’s medical record. ‘The 
record itself is kept with the service- 
man’s unit constantly and any com- 
plaints, illnesses or injuries for which he 
receives medical attention are recorded 
with the treatment he receives, together 
with reports of his routine physical ex- 
amination. Many civilians have minor 
illnesses such as colds, sprains, and the 
like, which are quickly forgotten, but in 
the serviceman’s record they are down 
in black and white and may seem impos- 
ing. Underwriters should guard against 
concluding that the serviceman has had 
more than his share or that they have 
been unduly severe. The serviceman is 
either fit for duty or is on the sick list, 
there is no middle ground. Consequently 
the length of his illnesses as shown on 
his record is greater than in civilian life. 


HEALTH RECORD 








A serious effort should be made to ob- 
tain a copy of the health record, what- 
ever the difficulties may be, Dr. Hutch- 
inson said. Delays will be encountered 
and there will be pressure from the 
agent to dispense with such informa- 
tion. It will therefore be imperative 
that all of the companies adopt reason- 
ably uniform rules, setting forth the con- 
ditions under which a copy of the health 
record will be obligatory. If the prac- 
tices of the companies vary widely on 
this score, underwriters will soon be in 
plenty of hot water. 

There is a world df difference between 
accepting an ex-serviceman risk for a 
small amount and writing business on a 
non-medical basis. If a man makes a 
false statement on a non-medical appli- 
cation, the company can investigate the 
history and determine whether the man 
falsified the medical history on applying 
for insurance. Under i 
regulations copies of or extracts from 
the health record of ex-servicemen will 
not be furnished to the insurer even with 
the signed permission of the insured or 
his next of kin. Consequently one of 
the greatest safeguards in the writing of 
non-medical insurance is removed and 
the door is open wide to selection against 
the company. The company’s best 
chance of obtaining a copy of the health 
record is before the policy is written. 


Should Get Medical 


The war and navy departments are 
not permitted to release information to a 
veteran if the information could affect 
his physical or mental health adversely. 
Practically this boils down to those 
cases with psychiatric features, Dr. 
Hutchinson said. In these cases under- 
writers probably will be given the diag- 
nosis only. Also, there is no way for 
the underwriters to determine whether 
the applicant has turned over a complete 
copy as received from the service de- 

(CONTINUED ON, PAGE 10) 











Commissioners to Meet 
Three Days if Necessary 


The meeting of the executive commit- 
tee and the sub-committee on federal 
legislation of the National Association 
of Insurance Commissioners, scheduled 
for the Edgewater Beach hotel in Chi- 
cago next week, will be held Nov. 10-12, 
if that much time is necessary to de- 
velop a legislative program to meet the 
problems raised by the Supreme Court 
decision holding that insurance is com- 
merce. Superintendent Scheufler of Mis- 
souri is chairman of the executive com- 
mittee and Commissioner Harrington of 
Massachusetts heads the federal legisla- 
tion group. 


present service 


for Selection Men 


Institute of Home 
Office Underwriters Is in 
Session in Chicago 


The problems of war clauses, aviation 
coverage, war veterans, restoration of 
disability and double indemnity benefits, 
and world wide underwriting is occupy- 
ing the attention of members of the In- 
stitute of Home Office Underwriters at 
their annual meeting at the Edgewater 
Beach hotel at Chicago Thursday, Fri- 
day and Saturday of this week. Walter 


- 





WALTER B. LEHMKUHL 


B. Lehmkuhl, assistant secretary of 


Gurantee Mutual Life, president of the 
institute, summarized the problems in 
his opening address. One of the largest 
crowds in the history of the Institute is 
on hand for its deliberations. 


Two views of War Clauses 


“Should war clauses have been placed 
on policies at all?’ Mr. Lehmkuhl asked. 
The president of one company regrets 
their use and suggests that the business 
should make insurance coverage avail- 
able without war clauses to those who 
are fighting. The official of another 
company, however, suggests that war 
clauses should never be abolished, that 
companies must conduct themselves so 
as never to endanger the henefits due 
the millions of policywiders, that war 
is a risk that society must assume alone. 
It has been suggested, Mr. Lehmkhl 
said, that when the war in Europe is 
over the companies can safely discon- 
tinue the use of war clauses. 

Many progressive companies no 
longer consider as a hazard any com- 
mercial airplane flying, Mr. Lehmkuhl 
continued. Some have eliminated the 
use of the words “fare-paying passen- 
ger” from their clauses. He asked if 
the exclusion against flying in the double 
indemnity and disability clauses should 
be continued. 


Liberality Toward Ex-Servicemen 


Home office underwriters are facing 
the practical problem of how liberal they 
should be in treating war veterans as 
underwriting risks. This leads, Mr. 
Lehmkuhl said, to the matter of continu- 
ing the use of non-medical on as wide a 

(CONTINUED ON PAGE 9) 








nN 


November 3, 1944 











Revising Policies, 
Liberalizing 


Equitable Society is preparing, to be 
effective Jan. 1, forms of policies which 
will carry into effect the decision to sub- 
stitute 244% interest assumption in lieu 
of the present 3% for modes of settle- 
ment under all individual forms of pol- 
icies. Such a change was made Jan. 15, 
with respect to single premium life and 
endowment contracts. There will be no 
change in premium rates on most pol- 
icy forms but as the change in interest 
assumption for modes of settlement will 
directly affect premiums and guaranteed 
values of policies which by their terms 
are payable in the form of an income, 
a new rate book will be issued contain- 
ing revised tables for retirement income, 
family income, and special income. 

Changes consistent with the retire- 
ment income policy will be made for 
the retirement plan endowment (avail- 
able only for pension trust cases). The 
special protection policy will be altered 
to maintain the proportions of term in- 
surance and ordinary life on a_ basis 
consistent with the new special income 
form. Annuity benefits and non-forfei- 
ture values under the optional deferred 
annuity per premium unit are altered 
and corresponding changes have been 
announced for the retirement plan an- 
nuity (for pension trust cases only). 


No Rate or Values Changes 


There will be no changes in premium 
rates or guaranteed values for other pol- 
icies. 

The occasion has been taken to make 
various other changes in policy forms. 
The retirement income and retirement 
plan endowment policies will provide for 
a level premium from date of issue in- 
stead of reduced premium for first two 
years. Issue age range for retirement 
income will be increased by five years 
at upper ages, so retirement income at 
65 will be available to age at issue 55 
inclusive and retirement income at 60 to 
age at issue 50 inclusive. Retirement 
income and retirement plan endowment 
policies will be available to substandard 
lives, except where a “U” rating or flat 
extra premium of $10 or more per $1,000 
applies. 

Retirement plan endowment policies 
maturing at age 60 will be available for 
pension trust purposes, supplementing 
the present form, which matures at age 
65. 

Juvenile insurance will be available to 
children two weeks of age and over, 
whereas heretofore, minimum age was 
six months. 


Conversion Privilege Change 


The attained age conversion privilege 
under individual term insurance run- 
ning for term periods greater than 10 
years is extended for both new issues 
and outstanding issues to within three 
years of the term expiry date, provided 
insured is then not more than 65. This 
privilege heretofore has been limited to 
within seven years of original date, 
which is the period that will still apply 
for the retroactive conversion privilege. 
For new 10 year term policies, where 
attained agé conversion privilege al- 
ready runs to within three years of term 
expiry date, age 65 limitation will ap- 
ply. 

Special ownership arrangements will 
be available for all contracts, including 
such policies as joint life, family income 
and special income which have been 
limited to situations where insured re- 
tained policy rights. Juvenile policies 
will be on a somewhat more liberal basis 
in regard to designation of successive 
owners prior to child’s becoming 21 
years of age. 

The new modes of settlement provi- 
sion will be the same as contained in 
the current single premium policies. 
This includes (i) limitation of option 3 








Paul S. Miller. executive secretary Pennsylvania Association of Life Underwriters; 
R. Maxwell Stevenson, Berkshire Life, Pittsburgh, state president; Karl H. Kreder, 
Metropolitan Life, Charleroi, secretary-treasurer; W. H. Andrews, N. A. L. U. presi- 
dent; Vernon E. Vining, U. S. Treasury; Steacy E. Webster, Provident Mutual, Pitts- 


burgh, N. A. L. U. trustee. 


More than 1,200 attended the three 
sales congresses presented by the Penn- 
sylvania Association of Life Underwrit- 
ers in Pittsburgh, Wilkes-Barre and 
Harrisburg on consecutive days. Wil- 
liam H. Andrews, Jr., Jefferson Stand- 
ard Life, Greensboro, N. C., president 
National association; Steacy E. Web- 
ster, Pittsburgh general agent Provident 
Mutual Life and N.A.L.U. trustee; Karl 
H. Kreder, Charleroi, Pa., manager 
Metropolitan Life and state secretary- 
treasurer, and Vernon E. Vining, U. S. 
Treasury Department, spoke at all three 
meetings. Mr. Andrews outlined the 
activities of the N.A.L.U., and discussed 
the fundamental keys to success. Mr. 


on life of a person other than insured 
to elections made prior to maturity of 
policy, and (2) liberalization of option 
1 so 14% interest rate on withdrawable 
funds is applicable only to actual amount 
which may be withdrawn during each 
deposit year, the 214% rate being ap- 
plicable to balance. 

Equitable is liberalizing its treatment 
of aviation passenger risks by revising 
the war and aeronautics exclusions 
clause so as to remove restrictions with 
regard to payment of face amount un- 
der life policies on all types of civilian 
passenger flying and on passenger flying 
within home areas of military personnel 
on a plane not flown for purposes of 
military or naval training. 


Text of New Aviation Clause 


The new clause will be placed in effect 
immediately for new policies in states 
where insurance department approval 
has been received. The new clause lim- 
its the society’s liability if death of in- 
sured occurs “ag a result of travel or 
fight in, or descent from, any species of 
aircraft if (a) the insured is in the 
military, naval or air forces of any coun- 
try and is being transported on a mili- 
tary or naval aircraft which is being 
flown either for purposes of military or 
naval training or between two points 
either of which is outside the specified 
area, or (b) the insured, whether or not 
in the military, naval or air forces of 
any country, is a pilot, officer or member 
of the crew of the aircraft, or is par- 
ticipating in aeronautic or aviation 
training during such travel or flight.” 

Outstanding policies with older types 
of war or aviation restrictions will be 
administered as though the new clause 
were contained in the policy, if thereby 
a larger payment results. In the case 
of outstanding policies where limited 








Webster warned of the competitive situ- 
ation in the post-war era. When the 
war ends there will be a shifting of pros- 
perity. The man who is in the money 
now may no longer be a prospect. He 
urged agents to keep thinking ahead and 
anticipate changes. 

Life insurance is no longer a com- 
modity but a service, Mr. Kreder pointed 
out. 

“Our energies must be directed to- 
wards refining our service and perfect- 
ing it.’ Mr. Vining emphasized the re- 
sponsibility for service men and women 
after the war and complimented the life 
insurance business for its excellent war 
bond sales record. 


liability is still applicable because of 
aviation restrictions, the amount pay- 
able will be the greater of the policy 
reserve or the premiums that have been 
paid. 

Provisions for additional indemnity 
for death by accidental means and for 
waiver of premiums in event of perma- 
nent disability, and the terms of acci- 
dent and health policies are not affected 
by the liberalization of benefits now be- 
ing adopted for the face amount of the 
policy. Approval has been given by all 
states except Illinois, Massachusetts, 
Mississippi, Montana, New Jersey, New 
Mexico and Texas. 

Equitable was one of the first life com- 
anies to accept the fare-paying passen- 
ger hazard without restriction on life 
insurance coverage. Similar recognition 
to other types of passenger flying re- 
flects improvement in experienee and 
faith in future development of civil avia- 
tion. 

The maximum amount of insurance 
which will be considered on juvenile 
lives has been increased to $10,000 as 
compared to the former limit of $2,500 
ages 1 to 4 and $5,000 ages 5 to 9. 





Insurance Accounting 
Officials to Meet 


R. L. Hughes, statistician of Guar- 
antee Mutual Life of Omaha and presi- 
dent Insurance Accounting & Statistical 
Association, has called a meeting of the 
directors at the Edgewater Beach Ho- 
tel, Chicago, Nov. 17-18, to prepare for 
the annual meeting to be held at the 
same hotel, April 25-27. 





Great-West Life, Ohio State Life and 
Provident Life & Accident have been 
elected to membership in the Life Asso- 
ciation of America. 


G. I. Bill May Open 
New Lending Field, 
Meredith Predicts 


NEWARK—A large new field of 
lending probably will result from the 
G. I. bill of rights act, L. Douglas Mer- 
edith, vice-president National Life of 
Vermont, pointed out before the Real 
Estate Board here. While the exact 
volume of loans under the act cannot be 
predicted, estimates run as high as $40 
billion. Even if the volume should be 
only one-tenth of that amount, it still 
will represent substantial lending activ- 
ity, Mr. Meredith observed. 


Lenders must do all in their power to 
assist the Veterans’ Administration in 
making certain that veterans obtain full 
value for the money they borrow and 
that they do not overextend themselves. 

In considering the future of interest 
rates on loans, Mr. Meredith said that 
while the mortgage interest rates cur- 
rently are low, a substantial and satis- 
factory spread must exist at all times 
between the rate on mortgage loans and 
that on government bonds, or mort- 
gages cease to be attractive to investors. 
As the cost of handling, servicing and 
write-offs must be taken into considera- 
tion, mortgages only net around 3% on 
a 444% mortgage loan. If mortgage in- 
terest rates fall too low, the investor can 
do better to purchase long term govern- 
ment bonds at 24% with no risk of 
loss. As a consequence, those inter- 
ested in assuring adequate mortgage 
financing should not attempt to inter- 
fere with the market rate of interest. 

The future trends in interest rates will 
depend on whether the government is 
able to continue to control the money 
market. It is improbable that any ma- 
jor political party will ease these con- 
trols as the cost of carrying the federal 
debt would mount. 


Hint Retroactive Overtime 
Asked Under, Wage, Hour Act 


W ASHINGTON—Philip Baldwin, 
executive secretary National Association 
of Mutual Insurance Agents, says he 
will appeal to the wage and hour ad- 
ministration from rulings reported to 
have been made by regional wage and 
hour officials in different parts of the 
country under which insurance coneerns 
may be held liable for overtime put in 
by agents and other employes on a basis 
retroactive to the beginning of the ap- 
plication of the law. 

These rulings are reported based on 


.the Supreme Court decision in the 


S.E.U.A. case that insurance is com~ 
merce. Some insurance concerns are re- 
ported to have taken the position that 
the wage and hour law did not-apply be- 
cause insurance was believed not to be 
commerce. Having been declared com- 
merce, it is believed in some quarters 
that insurance may. be liable under the 
law. 

The companies generally have volun- 
tarily followed wage and hour regula- 
tions, Baldwin said. 

At the wage and hour administration 
office here it is stated that the adminis- 
tration has consistently regarded the in- 
surance business as coming under the 
wage and hour law and that the S.E.U.A. 
decision merely confirmed the wage and 
hour opinion that insurance concerns 
and their employes are in interstate 
commerce, 

It was further stated that representa- 
tives of “almost all national companies” 
agreed some time ago with the adminis- 
tration to maintain employment stand- 
ards at least up to those of the wage 
and hour act, without, however, conced- 
ing they were engaged in commerce. 
Administrative policy with respect to 
retroactive pay restitution, it was stated, 
was a matter in the jurisdiction of Ad- 
ministrator Walling, whose headquar- 
ters are in New York. 
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Legislative Dratt 
Said to Be Ready 


Definite Proposal on State 
Regulation Studied in Ad- 
vance of Chicago Meeting 


A definite proposal has now been 
fashioned to translate into legislative 
language the No. 1 plank in the insur- 
ance commissioners federal program to 
accommodate state regulation to the 
S. E. U. A. decision. That proposed 
legislation has been communicated to 
the individual commissioners and will be 
formally considered by the executive 
committee at its session at the Edge- 
water Beach Hotel, Chicago, next week. 

The phraseology is very close to that 
which was developed at the Chicago 
meeting late in September. It under- 
takes to put present instance regula- 
tion and taxation beyond jeopardy by a 
congressional declaration that state leg- 
islation shall not be impaired unless it 
conflicts with some positive federal en- 
actment. The final draft was passed 
upon by a number of eminent constitu- 
tional authorities in insurance company 
ranks and law schools. 


Five Congressional Enactments 


Coupled with the draft is reference to 
five congressional enactments which con- 
stitute a delegation of power in power 
in other fields to the states so long as 
state laws do not conflict with federal 
regulations. These include the so- 
called pilotage rules, the Webb-Kenyon, 
Lacey and Wilson acts, and in connec- 
tion with each of these enactments there 
are cited U. S. Supreme Court decisions 
finding that challenged state actions can 
stand. 

There is no conflict involved on the 
part of commissioners or various seg- 
ments of the business as to this No. 1 
plank. The drafting committee com- 
prised all elements of the insurance busi- 
ness. The conferees had a common ob- 
jecttive—to recommend an _ enactment 
that would effectively preserve the pres- 
ent system of state regulation and taxa- 
tion without falling a cropper to the 
argument that this constitutes an im- 
proper delegation of power on the part 
of the congress under the commerce 
clause. 

There is a difference of opinion as 
to how watertight the proposed declara- 
tion may be, but there is no opposition 
to the theory that legislation of this 
nature should be advanced. 


Strong Resolution Expected 


The Chicago meeting will be held at 
the same time that the stock casualty 
and fire company leaders are in session 
at Philadelphia with the presidents and 
State national directors of nearly every 
state association of local agents. It is 
taken for granted that out of the Phila- 
delphia meeting will come a strong reso- 
lution favoring outright exemption, of 
insurance from the federal anti-trust 
laws as distinguished from the partial 
exemption which is contained in the 
commissioners’ No. 4 plank. 

It may be that if the agency repre- 
sentatives from every state come out 
for such a policy it will have such an 
influence as to cause the commissioners 
to amend their program accordingly. 
However, even though the commission- 
ers may cling to the principle of quali- 
fied exemption, the possibility is seen 
that the stock fire-casualty people to- 
gether with their agents may independ- 
ently urge congress to give them out- 
Tight exemption that is provided for in 
the Walter bill which was passed in 
the house by a margin of better than 
five to one and which was favorably 
recommended by the senate judiciary 
committee. 

The company people held a meeting 
this week to discuss plans for the con- 
ference. While there had been sugges- 








Metropolitan Life 
Provides the Answer 


In solving the eternal boy 
meets girl or rather girl meets 
boy problem, depending upon 
one’s sex, the Chicago “Daily 
News” in an editorial commends 
Metropolitan Life’s _ statistical 
study on marriages to answer the 
census bureau’s statement that 
there are only 4214 marriageable 
civilian men to every 100 mar- 
riageable women. Metropolitan 
Life allays the fears of potential 
spinsters by pointing out that the 
majority of the surplus women 

ill marry men now in service, a 
large majority of whom are bach- 
elors. 

In commenting upon Metropoli- 
tan Life’s analysis, the “News” 
says: “Legally a corporation has 
no soul. But we think we’ve found 
one with a heart of gold—it’s 
the biggest corporation in the 
country, too.” 








tions that some of the time be devoted 
to group meetings, the present plan is 
to conduct the entire conference as a 
joint session. The aim is to bring out 
the fullest and freest discussion of all 
angles. This is the main reason for 
having a two-day session. 

Planners of the conference felt that 
questions might occur to many of the 


‘producers’ representatives after they had 


time to think over and talk about the 
program presented by the company men 
on the first day. The second day’s ses- 
sion will allow all these points to be 
cleared up. The meeting promises to be 
well attended, with probably more than 
100 producers’ representatives and 15 to 
20 company men. It will be open to the 
press and the insurance papers will 
carry full accounts. 


Brisk Demand for Business 
Cover Expected to Continue 





NEW YORK — Business insurance 
will continue to be one of the major 
sales fields after the war and the agent 
who neglects to discuss it with his 
prospects is only giving them a part of 
the life insurance service to which they 
are entitled, H. P. Gravengaard, asso- 
ciate editor Diamond Life Bulletins of 
Tuy NATIONAL UNDERWRITER, declared 
in opening the lecture course on busi- 
ness insurance sponsored by the New 
York City Life Underwriters Associa- 
tion. After reviewing the general busi- 
ness insurance situation, Mr. Graven- 
gaard discussed sales opportunities in 
the specific field of sole proprietorships. 
H. H. Irwin, educational director 
Massachusetts Mutual, speaks on part- 
nerships Nov. 9; H. F. Gray, general 
agent Connecticut Mutual, New York, 
speaks on close corporations Nov. 30, 
and J. E. Bragg, manager Guardian 
Life, New York, speaks on key man 
insurance Dec. 14, closing the series. 
Each lecture is followed by a forum 
discussion a week later. 


Has Record Enrollment 


The business insurance course has 
proved to be one of the most success- 
ful activities ever offered by the New 
York association to its members. J. 
Fred Speer, assistant manager Equitable 
Society, educational vice-president, 
pointed out in opening the course that 
the registration of 535 is approximately 
31% of the entire membership of the 
association, which is the largest in the 
country. R. E. Myer, manager Mutual 
Life, chairman of the course, empha- 
sized that the course offers the student 
a complete training procedure and 
should provide the needed knowledge 
and power to sell prospects business in- 
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WILLIAM PENN AND 
THE EIGHT BITTS 


In the year 1683 the Provincial Council of the newly 
founded Pennsylvania held its meetings in Philadelphia. It 
was convened frequently, and by the minutes we know that 
Governor William Penn presided. 


Among its judicial proceedings, one was the trial of 
Charles Pickering and others, for coining “Spanish bitts and 
Boston money,” alloyed with a large proportion of copper. 


Found guilty, Pickering, the principal in the fraud, was 
sentenced to repay with good currency every person within 
the month who brought in any of his counterfeit money. He 
was also fined L 40 toward building a court house, and re- 
quired to find security for his “good abearance.” One of 
Pickering’s accomplices, a servant, was sentenced to sit an 


“Spanish bitts” were coins which remained in circulation 
for many years. Properly they were Spanish dollars worth 
eight bitts. These were the coins you keep reading about in 
stories about pirates talking of “pieces of eight.” A bitt orig- 
inally was a small silver coin valued at twelve and a half 
cents. Hence the Spanish dollar was worth eight bitts. 

Therein is the origin gf what you may think very modern 
slang—perhaps someone today owes you two bitts, or a 
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surance. The course was arranged after 
members had indicated in a question- 
naire that business insurance was the 
subject in which they had the greatest 
interest. Attendance at the opening lec- 
ture was close to the total registration. 

Mr. Gravengaard said a volume of 
business insurance was rolling in from 
all sections of the country as never be- 
fore. Every effort is being made to 
stimulate business after the war and a 
post war income of $150 billions has 
been estimated, which should stimulate 
the sale of business insurance. A long 
period of prosperity follows every ma- 
jor war, he asserted. With an estimated 
3,000,000 veterans going into business 
after the war, the underwriter simply 
can’t afford to overlook the prospect 
for business insurance. 


Are Complementary Parts 


Business insurance and personal in- 
surance are complementary parts of the 
complete life insurance service. Neither 
can be neglected, for both fit together 
to form the complete picture. The ap- 
proach is not difficult and by discuss- 
ing the subject with his clients the 
agent wins their admiration and respect. 
The business man has a personal in- 
terest in his “baby,” Mr. Gravengaard 
pointed out. It produces an income for 
his family. Sales may be effectively 
made on an emotional basis. 

After considering the advantages and 
disadvtantages of a sole proprietorship 
and the use of life insurance in con- 
nection with it, he said agents have an 
obligation to tell their clients the whole 
story and they owe it to American 
business. If business doesn’t provide 
jobs after the war, “something is going 
to happen” and when a sole proprietor, 
key man, or member of a partnership 
or close corporation dies, the business 
is adversely affected and employes lose 
jobs because of the negligence of a life 
underwriter, the agent has failed to live 
up to his responsibility. 





Other Bills May Block 
Walter Bill Action 


WASHINGTON —The river and 
harbor bill and flood control legislation 
threaten to block the path of the Walter 
states’ rights insurance bill in the Sen- 
ate after Congress reassembles Nov. 14. 
The waterway measures are controver- 
sial and may take a lot of time, espe- 
cially if opponents of insurance legisla- 
tion use them as sounding boards for 
filibuster talking. 

Insurance interests fear that Senator 
O’Mahoney and other opponents of the 
insurance bill will seek to defeat it by 
the old method of “divide and conquer.” 
Under such a program, alleged differ- 
ences between life insurance interests 
and other groups over the Walter biil 
may be exploited, it is feared, with a 
view to killing the whole project of in- 
surance legislation, with or without 
amendment, with or without proposals 
incorporated in the so-called Garrison 
draft bill or the recommendations of the 
National Association of Insurance ° 
Commissioners. 

With the industry divided on rela- 
tively minor points, perhaps, the oppo- 
sition to the Walter bill, it is believed, 
may seek to emphasize the alleged 
“split” and point to the insurance house 
“divided against itself” more or less, as 
an argument for non-action. 





Coombs in Million Club 


Samuel W. Coombs, associate agency 
manager of the A. D. Hemphill Agency 
of Equitable Society, at Oakland, Cal., 
completed Million Dollar Club qualifica- 
tions in a little over 914 months. He 
writes all forms of life insurance protec- 
tion, including programming, tax cover- 
age, pension plans and group insurance. 
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Home's Advisory 
Committee Meets 


The advisory committee of general 
agents and managers of Home Life of 
New York met for two days at the 
home office, discussing field problems 
with home office officials. 

W. P. Worthington, vice-president 
and superintendent of agencies, was in 
charge. The first morning was confined 
to discussions with the agency depart- 
ment, then.each officer in charge of a 
subject -under discussion met with the 
advisory committee. 

Two new proposed policy forms were 
presented to the committee for reactions 
and suggestions. The question of home 
office schools for new agents, use of the 
new incentive salary plan for returning 
servicemen, a plan of cooperative action 
of the underwriting department and the 
field to speed up issuance of business, 
and the suggestion of a change in title 
for general agents, managers and their 
assistants, were among topics. 

The advisability of raising the age 
limit for applicants on the incentive sal- 


ary plan was considered, but the advis- 
ory committee felt the present age limit 
of 45 was the maximum which should be 
considered in view of very satisfactory 
recruiting results given at the meeting. 

Officers who sat in the meeting were: 
E. I. Low, chairman; James A. Fulton, 
president; W. J. Cameron, executive 
vice-president; C. C. Fulton, Jr., vice- 
president; O. C. Lincoln, actuary; T. A. 
Stemmerman, associate actuary; G. 
Woodford, medical director; J. 
Humphries, associate medical director; 
M. L. Cleaves, underwriting secretary; 
J. F. Allen, secretary, and H. C. Spencer, 
general counsel. 

Members of the agency department 
attending were: W. P. Worthington, 
A. B. Doran, E. C. Kelly, Jr., and J. F. 
Walsh, assistant superintendent of agen- 
cies, and J. H. Evans, manager sales 
planning division. 

The advisory committee includes O. 
M. Barry, Jackson, Miss.; T. A. Dent, 
Jr., Philadelphia; V. W. Holleman, 
Washington; Lester Horton, Newark; 
A. R. Klein, Chicago, and A. D. Suther- 
land, Detroit. The next meeting is 
scheduled for January. 
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Business is often a complex thing . . yours and 
oursalike. But way down deep we like to think 
we still value the time-worn things. 


And one of the things we value most is plain, 
old-fashioned loyalty. For to us, it seems, you 
get what you give . . that the fibres run both up 


and down. 


Our Home Office and Field are bound by that 
link which Kipling so aptly once phrased: 
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“For the one will do what the other requires 
As soon as. the need is shown; 
And hand in hand they can make a stand 
Which neither could make alone!” 


For 97 years we're happy to say that’s been 
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Medical Care Will 
Be Chief Subject 


Board of Trade Forum 
Will Be Held in New 
York City Nov. 9 


NEW YORK—“Better Medical Care 
for More Americans — How Best 
Achieved?” will be the subject of a 
luncheon meeting and afternoon forum 
Nov. 9 at the Waldorf-Astoria spon- 
sored jointly by the insurance section 
and the drug, chemical and allied trades 
section of the New York Board of 
Trade. The following points will be 
covered: Why is a plan needed? Atti- 
tude of public health service. Attitude 
of local medical practitioners. Present 
practice of industrial medicine, Can 
the insurance industry help? How can 
industry:.cover its employes? What is 
the “Blue Cross” plan? The attitude of 
organized medicine. Luncheon tickets 
are $5 each. 

A panel of outstanding authorities will 
cover the various phases of the problem. 
Neville + Pilling, United States manager 
of the Zurich, will talk on what the in- 
surance industry can do to help. L. H. 
Pink, president of Associated Hospital 
Service of New York and former New 
York insurance superintendent, will dis- 
cuss the Blue Cross plan. Mayor La 
Guardia of New York will be the guest 
of honor and will present his views on 
medical care. 





Defer A.I.U. Building Sale 


COLUMBUS—tThe court of appeals 
at Columbus has just postponed to 
Nov. 19 action on two bids for 32,656 
shares of voting certificates in 50 West 
Broad Street, Inc., Columbus, owner of 


the A.I.U. skyscraper, erected some 
years ago by American Insurance 
Union. One bid for $458,490 was sub- 


mitted by John W. Galbreath of Colum- 
bus and another by John C. Lincoln 
and L. L. LeVeque for $530,660. 

Between 8,000 and 10,000 holders of 
claims against A.I.U. are interested in 
a settlement of the case, which has 
been pending 11 years. It is said, how- 
ever, that these claimants will not im- 
mediately receive the money due them, 
as the government contends that the 
money realized will be subject to in- 
come tax and the amount of liability 
has never been fixed. 

Superintendent Crabbe and Hugh 
Bennett, an attorney, are co-receivers. 
Mr. Crabbe is said to be in favor of an 
immediate sale of the certificates, while 
Mr. Bennett contends that it should be 
delayed. He says the stock is increas- 
ing in value. Melvin L. Strauss of Chi- 
cago holds a $130,000 deficiency judg- 
ment against the company. It is said 
that fees and expenses in the case now 
far exceed $100,000. 

An attorney in the case said that his 
client had died since the case got into 
the courts and that the beneficiary is 
now 70 years old. 


LaFrance Reelected Head 
of Canadian Superintendents 


Georges LaFrance was_ reelected 
president of the Association of Super- 
intendents of Insurance of Canada at 
the annual meeting in Quebec. Vice- 
president is Arthur B. Barnstead, Nova 
Scotia. Succeeding Hartley D. McNairn 
as secretary is Roy B. Whitehead, On- 
tario superintendent. Assistant secretary 
is John Edwards and treasurer, How- 
ard B. Armstrong, both of Ontario. 





Liberalizes Non-Medical 


Volunteer State has raised the non- 
medical limit for married women and 
children from $2,500 to $3,000. The non- 
medical limit for males and self-support- 
ing females remains at $3,000 


Texas Life Executives’ 
Officers Are Reelected 
At Meeting in Dallas 


S. H. Weatherford, vice-president 
and secretary of State Reserve Life, 
Fort Worth, was reelected president of 
the Texas ‘Association of Life Insur- 


ance Executives at the annual meeting | 


in Dallas. Others reelected were: 
isl Painter, secretary-treasurer United 
Fidelity Life, vice-president; George R. 


Jordan, executive vice-president Inter- 
national Travelers, secretary. Arthur 
Coburn, vice-president Southwestern 


Life, and Paul Montgomery, vice-presi- 
dent and actuary of Southland Life, 
were named members of the executive 
comnnittee. 

W. A. Vinson, Houston attorney, 
warned the group that the importance 
of the life insurance business ih the 
lives of people is too great to have its 
essential functions disrupted or im- 
paired by unsound legislation, either 
state or national. He discussed the re- 
cent Supreme Court decision ruling in. 
surance interstate commerce. 





United Benefit Conducts 
Closed Circuit Broadcast 


DETROIT—About 200 agents and 
guests of the Earl B. Brink state agency 
of United Benefit Life attended a lunch- 
eon at which a closed-circuit broadcast 
by home office officials was carried to 
the 217 agencies of the company 
throughout America. Mr. Brink wel- 
comed the group. H. C. Carden, super- 
intendent of agencies, outlined the stand- 
ing of the various groups of agencies in 
the current sales contest; Dr. 
Criss, president, spoke for a few minutes 
from Omaha and G. E. Reitzel, group 
manager of the Brink agency, outlined 
the development and achievements of 
the agency, which has won the com- 
pany’s plaque for volume 14 out of 
18 years. 

Elmer Wheeler, well known sales ex- 
pert, gave an inspirational message. Dis- 
trict managers from over the state, 
agents and members of the Associated 
Life General Agents & Managers and 
of the Detroit Accident & Health Asso- 
ciation participated. Among the guests 
were A. P. Johnson, Great- West Life, 
president of the managers’ group; L. E. 
Malone, manager Sun Life; Frank 
Klingbeil, Prudential ordinary manager, 
and E. J. Dore, general agent Berkshire 
Life and N.A.L.U. trustee. 





Structure of Arizona Insurer 


Interest in the structure of First Na- 
tional Benefit Society of Phoenix, Ariz, 
has been aroused by its filing of an in- 
junction suit against Commissioner 
Garrison of California and others in the 
department. The company was organ- 
ized under the Arizona benefit insur- 
ance corporation law of 1943, which 
permits formation of benefit insurance 
corporations not for profit to provide 
personal health and accident coverage 
and dividends and cash benefits for 
beneficiaries of deceased members. It 
covers all corporations, societies and as- 
sociations except those specifically ex- 
empted which operate an _ insurance 
business in which funds are provided by 
premiums and assessments. As of Dec. 
31, 1943, 
had total assets of $94,521. 





Correction on Blanton Suit 


Ward M. Blanton of Charlotte, N. C., 
former Pacific Mutual Life general 


agent in Tennessee, who has sued the | 


company for $450,000 in damages on the 
grounds the company wrongfully termi- 
nated his contract, writes that contrary 
to the story in the Oct. 20 issue that the 
suit had been dismissed by the U. S. 
circuit court of appeals at Richmond, 
that court dismissed only an appeal 
made from an order of the district court. 


W. | 


First National Benefit Society 
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Legislatures in 4] 
States to Convene 
in January 


Legislatures of 41 states will convene 
for regular session in January, with 
three others meeting later. Although 
the Georgia legislature is not scheduled 
to hold its regular session until July 16, 
a special session will be held Jan. 8 at 
which bills will be introduced, and the 
regular date may be changed. The Ala- 
bama legislature will hold a preliminary 


session Jan. 9 to organize. The full 
schedule by states follows: 

Bia J. sees eee 2 NEY, - - SOR. 15 
pT) rare aa S Tessie. Jan. 3 
1 1: Serer’ Ce 2 ae Jan. 9 
HES Ss wn cso Jan. 8 N. Mex......< Jan. 9 
Sea We Oe Re Oente se le exc Jan. 3 
OS Jan. $ WN. Car.. Jan. 3 
2) rr fan. @ Ie Bee. onc Jan, 2 
Be escccie sie ase Apr: 2 ORietss.. ceo. Jan. 1 
(:° ror puiy:3G OIA. ..c66cs an. 2 
i Oe cate eS Ge eS. Ha Jan. 8 
: | ere QM: OF Bite te dus S68 << Jan. 2 
BM siete eases aan. 4 ee Feces Jan. 2 
Co ee san. Sm Car... 28 Jan. 9 
Kan. . -dam 9 BO DER... «. Jan. 2 
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Ma... gan. 5 Temes ..5«2< Jan. 9 
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Minn Jan. 2 Wash. . Jan. 8 
Mo. Sas 1S Ve VGen + 4-42 Jan. 10 
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Neb. Jan. 2 WYOs .... 8c Jan. 9 





Experts to Probe Effect of 
Court Decision for Life Men 


Noel T. Dowling, Nash professor of 
constitutional law at Columbia Univer- 
sity law school, one of the most noted 
authorities on this subject, and Edwin 
W. Patterson, professor of insurance 
law at Columbia law school, have been 
retained by the Life Insurance Associa- 
tion of America and the American Life 
Convention as part of the effort to find 
a solution for the situation resulting 
from the Southeastern Underwriters As- 
sociation Supreme Court decision. 

The most pressing problem for the 
life companies is the payment of pre- 
mium taxes and committees of the two 
organizations are giving this their first 
attention. A survey of premium tax 
laws is under way and it is planned to 
have it finished by the time payments 
for 1945 become due. Apparently there 
is no general move to pay these taxes 
under protest as matters stand now. The 
California premium tax will become de- 
linquent Nov. 15. Most companies, 
however, it appears, will pay without 
protest. 





Expect Most Veterans to 
Return to Old Jobs 


HARTFORD—Personnel officers of 
Hartford insurance companies attended 
an informal luncheon to discuss the re- 
habilitation of returning veterans. A 
subsequent survey of the local compa- 
nies revealed that most of them expect a 
high proportion of their men in the 
service to return to their old jobs. Most 
companies feel that manpower problems 
will more or less straighten themselves 
out at that time, with the number of re- 
turning servicemen offsetting the num- 
ber of temporary and part-time em- 
ployes who will wish to leave their jobs 


when the war ends. 


While Hartford companies are dis- 
cussing and planning refresher courses 
and other means of reintegrating war 
veterans, no specific plans have been an- 
nounced. 





Relax Mich. Part-Timer Ban 


LANSING, MICH. — Commissioner 
Forbes has rescinded a rule under which 
the companies were instructed not to 
seek licenses for persons engaged in es- 
sential war activity. 

The commissioner noted that the 
War manpower commission has_ in- 
formed the department that “any indi- 
vidual who wishes to engage in supple- 
mentary employment or part-time work 
may do so without regard to their rules 
and regulations” and explained that 


“supplementary employment is not sub- 
ject to any stabilization plan.” 

Under these. circumstances, the com- 
missioner concluded, “We will treat all 
part-time applicants for agents’ and so- 
licitors’ licenses strictly on their own 
merits.” 





Edwin M. Winslow, district agency 
secretary of John Hancock Mutual, re- 


ceived word that his son, Lt. Edwin W. 
Winslow died Sept. 30 in Germany. At 
the time of his death Lt. Winslow was 
serving with General Hodge’s First 
Army. Previous to his enlistment he 
was assistant manager of the John 
Hancock’s Waltham, Mass., office. 





Two Northwestern Mutual agents at 
Cincinnati were honored at breakfast 


Wednesday, J. A. Sahlfeld, who has 
completed 35 years with the agency, 
and Major R. L. Mayer, who has re- 
turned after two years in the army air 
forces; nine months of which were in 
England with the bomber command. 
The occasion marked the 10th anniver- 
sary of the appointment of W. J. Mack 
as general agent. President. Michael J. 
Cleary attended. 











S. L. Yochum 
Hamilton, Ohio 
General Agent 


A THOUSAND AND FORTY WEEKS 





Mr. S. L. Yochum has written one or more 
applications in each of the 1040 weeks ending 
in November 1944—twenty years! 


Mr. Yochum was formerly a teacher. 
signed a part-time contract in August 1912 and 
became a full-time representative in January 


1922. 


In the past twenty years he has written more 
than 2,000 applications. He holds the oldest 
membership in the Company’s App-A-Week 


Club. 


Occasionally Mr. Yochum has not secured 
his weekly application until late Saturday 
night but, like the United States mail, he 


always comes through. 


Not very long hence Mr. Yochum: will have qualified, both by years 
of service and quantity and quality of business produced, to receive, 
as special reward, a substantial monthly income through the Com- 
pany’s Pension Plan for deserving Field Men. 


The Company’s pension will in no way interrupt his renewal com- 
mission income, and likely will not entice him into early retirement, 
as Mr. Yochum’s life underwriting vocation is for him too full of 
fun, frolic, entertainment and religion to lead him to exchange it for 
any alluring avocation that may beckon him to join it. 


He 








THE MIDLAND MUTUAL 
LIFE INSURANCE COMPANY | 


Columbus 16, Ohio 























6 


_HeNATIONAL UNDERWRITER 


November 3, 1944 








Noted Law Authority Blasts 
Opinion in S.E.U.A. Case 


CAMBRIDGE, MASS.—The U. S. 
Supreme Court’s decision in the 
S.E.U.A. case and the majority opinion 
written by Justice Black get a searing 
blast from one of the country’s most 
noted constitutional law authorities, 
?zof. Thomas Reed Powell of the Har- 
vard law school, in a 72-page article in 
the current “Harvard Law Review.” 

After attacking the analogies by 
which Justice Black attempted to show 
that Congress, when it enacted the 
Sherman law in 1890, intended to in- 
clude insurance, Professor Powell says 
that “when a judge with the neat in- 
tellectual skill of Mr. Justice Black 
proves lame and peccable in reasoning, 
it is an argument pro homine rather 
than ad hominem to suggest that ‘the 
trouble lies in the illegitimacy of the de- 
sign.” His concluding shot is that “it 
is hardly necessary to add that detailed 
consideration of the opinion in no way 
mollifies the shock to the profession 
when the result of the decision was an- 
nounced.” 


Quoting from the dissenting opinions 
of Chief Justice Stone and Justice 
Jackson, Professor Powell says that “to 
the plain man as well as to the lawyer 
this would seem to be enough on the is- 
sue of statutory interpretation even if it 
could be fully conceded that on the con- 
stitutional issue the Supreme Court had 
been woefully stupid and wrong for 
three-quarters of a century. 

“Against all this, what does Mr. Jus- 
tice Black have to say on the statutory 
issue? So far as words could do so, 
he puts an end to the controversy in 
his opening sentence: ‘We come then 
to the contention earnestly pressed 
upon us by appellees that Congress did 
not intend in the Sherman act to exer- 
cise its power over the interstate in- 
surance trade.’ This assumes both the 
power of Congress and the judgment 
that insurance is trade. It leads to the 
easy answer that ‘certainly the act’s 
language affords no basis for this con- 
tention” No Q.E.D. could be more 
facile or more elementary: Congress 


Te Occidental Way 


MANY JUVENILE POLICIES part company with the 
youngster when he grows up, leaving him unin- 
sured, or underinsured—perhaps, uninsurable. 


But not this new Occidental policy for little folks, 


Each $1,000 of initial protection gives approxi- 
mate endowment results until age 21 and then— 
each $1,000 becomes $5,000 of Straight Life— 


without premium increase! And without evidence 


of insurability! 


Result: Lifetime, adult protection at unequaled 
low rates—$9 to $12 per $1,000. 


We call this our Junior Estate Policy. Everyone 
else calls it “a miracle of insurance.” So will you. 


Occidental Life 


INSURANCE COMPANY OF CALIFORNIA 
HOME OFFICE sx LOS ANGELES 


V. H. Jenkins, Vice-President 


“We pay lifetime renewals — they last as long as you do” 





says trade. Insurance is trade. Con- 
gress means insurance. 

“By begging the question, the answer 
is readily derived. Once thus derived, 
it is equally simple to point to an ab- 
sence of evidence that Congress in- 
tended to exclude any part of what its 
words are thus asserted to embrace. 
Yet in spite of Mr. Justice Black’s as- 
sertion to the contrary, the Chief Jus- 
tice points to evidence that Congress 
intended to stay within then recognized 
constitutional bounds.” 

As for Black’s references to state 
laws against trusts and monopolies of 
the period when the Sherman act was 
passed, Powell comments: “One won- 
ders why this hostility did not manifest 
itself in indictment of insurance com- 
panies under the Sherman act or in defi- 
nite amendments of the statute to make 
such indictment clearly possible. Hos- 
tility that manifested itself only in state 
regulation is surely a weak reed with 
which to whip up an intent on the part 
of Congress to deal with what the Su- 
preme Court had clearly declared to be 
a matter for the states.” 


RAIL ANALOGY 








Powell also criticizes Black’s railroad 
analogy. As to Black’s contention that 
“the Congress of 1890 also knew that 
railroads were subject to regulation not 
only by states but by the federal gov- 
ernment itself but this fact has been 
held insufficient to bring to the railroad 
companies the interpretive exemption 
from the Sherman act they have 
sought,’ Powell points out that the 
railroads were engaged in commerce 
and the states had been forbidden to 
regulate their interstate rates. 

Earlier in his article Professor Powell 
takes up the process by which insur- 
ance was transformed into commerce 
by the majority opinion. After citing 
the Supreme Court cases on the po- 
tency of state power over insurance, he 
says that these cases do not hold that 
Congress may not in any way regulate 
the insurance business but they do es- 
tablish a constitutional determination 
that the insurance business as a busi- 
ness is not cOmmerce and that the fact 
that the business as conducted requires 
the use of interstate transportation and 
communication does not make it com- 
merce. It is hard to see how such a 
business so conducted and thus held not 
to be commerce as against state power 


can be transformed into commerce 
when conducted in the same way 
; merely because the question arises 


7 under a claimed exercise of national 
| power, he observes. 
“It can, of course, become commerce 






LIFE.”’ 





Upon a carefully built SOLID ROCK 
FOUNDATION this Company now 
expands upward and outward. 


A mighty good connection for Agents 
who want **TO GET FIXED FOR 


by a reversal of judicial direction, but 
unless law is to become completely 
topsy-turvy the change of judgment 
which makes it commerce from the 
standpoint of one regulator should 
make it commerce from the standpoint 
of all,” he states. “The dictates of rea- 
son and judgment as to the nature of 
the business can hardly wobble with the 
shift of regulation from state to nation 
or from nation back again to state. 
This of course does not mean that 
states and nation may not have differ- 
ent handles with which to lay hold of 
the same enterprise. It means only that 
the core of the enterprise is not changed 
because it may be reached by different 
handles. Hence the cases we have been 
considering are not to be lightly dis- 
missed because the question whether in- 
surance is trade or: commerce now 
arises under a federal statute rather 
than under one of a state.” 


Congress Has Power 


Citing Supreme Court decisions to 
show that an activity need not meet the 
strict definition of commerce. in order 
to be subject to congressional author- 
ity, Powell points out that the justices 
who dissented in the S.E.U.A. case 
agree that Congress has now been ac- 
corded ample power to deal with the 
financial and competitive features of the 
insurance business by any “clear and 
direct prescriptions that may be applied 
to other noncommerce'_ undertakings 
that feed on and are fed by interstate 
commerce.” 

Censures Court’s Veto 


“All Congress has to do is to wield 
its accredited legislative power,” he 
continues. “This, however, is a very 
different thing from the judicial wield- 
ing of unaccredited legislative power 


by a minority, or even by a majority, of. 


a full judicial bench in the face of fre- 
quent professions of the judicial duty to 
follow rather than to lead or to ob- 
struct. When courts refashion legisla- 
tion to make it conform to judicial 
views of desirable scope and policy, the 
offense is less serious than when they 
use those views to veto legislation. 
Such refashioning, however, may still be 
an offense against the tripartite division 
of powers. It may be the product of a 
wilfulness and a_ self-assurance that 
psychologically are not wholly aliens to 
the instinct to rule that was thought in 
some quarters to be a factor in the im- 
position of the judicial negatives that 
antedated the constitutional crisis over 
judicial power a few years ago. 

“When Congress has wished to push 
its commerce power beyond the con- 
fines of what is interstate commerce or 
what is commerce, it has known very 
well how to do so. It can hardly be 
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doubted that its expansive phrases in 
recent statutes have been conceived 
with awareness of the long established 
constitutional line between enterprises 
that are commerce and those that are 
not.” 

Powell points out that in spite of 
various congressional actions broaden- 
ing the concept of the commerce power 
Congress has left the Sherman act 
words and phrases “trade” and ‘‘com- 
merce” and “among the several states” 
just as they were written 50 years ago. 





TRAP FOR LAYMAN 





Commenting on Justice Black’s repu- 
tation for trying to write judicial opin- 
ions so that they can be understood by 
intelligent laymen, Powell points out 
that nevertheless what may be com- 
pletely clear so far as the words go may 
not give to the previously untutored lay- 
man a full realization of all that lies 
behind the words; that some words 
have acquired a technical meaning that 
is tighter than their possible colloquial 
connotations and that many statements 
that are undeniably true may be irrele- 
vant to the problem in hand. Such ir- 
relevance will not be obvious to the un- 
initiated. 

The first thing to be noted, says 
Powell, is the language used in posing 
what should be the primary issue but is 
relegated to later consideration, which 
is said to be whether the Sherman act 
was intended to prohibit the conduct of 


fire insurance companies which restrains - 


or monopolizes the interstate fire in- 
surance trade. 


“Intellectual Prestidigitation” 


“To some laymen insurance may pos- 
sibly be loosely thought of as a trade, 
though one may be severely skeptical as 
to what would be the result of the poll 
on the point,” Powell observes. “... 
Certainly many laymen must be as sur- 
prised to meet the expression ‘insurance 
trade’ as they would be startled to see 
or hear ‘insurance commerce. They 
might wonder whether the novel usage 
sprang from carelessness or was de- 
signed as some sort of psychological or 
legal ‘plant’ or charm to lull the un- 
wary to miss the intellectual prestidigi- 
tation. The more sophisticated will be 
aware that if it were well established 
that insurance is a trade, the wicked 
Southeastern conspirers might have 
been sent away comfortless by an un- 
contested memorandum opinion. . 

“Mr. Justice Black seems to get his 
case for commerce decided in his first 
paragraph on the commerce issue. This 
invokes as a test of interpretation what 
was common parlance in the days of 
the Fathers, and asserts that by such 
common parlance ‘commerce’ included 
insurance. For this the support is that 
it included trade. This requires a defi- 
nition of trade and in his own words 
Mr. Justice Black gives it as ‘businesses 
in which persons bought and _ sold, 
bargained and contracted.’ Of course if 
all bargaining and contracting were 
‘trade’ insurance would be trade. 


All Become “Traders” 


“So also would contracts of employ- 
ment and also of marriage if financial 
settlements are part of the agreement. 
The priest, the sachem and the medicine 
man become traders. Judges trade their 
opinions for their pay. A distinguished 
judge of a western state was credited 
with selling an opinion in a will case 
for a half-million dollars and other 
judges have been knewn to make what 
are called trades to get their appoint- 
ments or nominations. In common 
parlance today, some people trade their 


votes. They bargain and contract for 
them. In common parlance there is 
commercial vice.’ Common parlance 


knows many figures of speech but con- 
Sstitutional interpretation can no more 
be directed by figures of speech than 
by puns. The verbal] path toward any 
desired goal would be facilis descensus 
if it needed only to be greased by puns 
or figures of speech. ... If figures of 


speech in the common parlance of to- 
day are not safe guides in constitutional 
and statutory interpretation, still more 
precarious is the enterprise of using 
common parlance of more than a cen- 
tury and a half ago. It would have 
been convenient for the commentator if 
Mr. Justice Black had recited the com- 
mon parlance on which he relies. It 
may well have been convenient for him 
not to doso.... 

“The matter to be recognized is that 
by assertion he is making his own defi- 
nition and that his footnote references 
to others cannot disguise the fact. Had 
he been confident that these others gave 
him strong support, he might have 
shared his confidence with us by giving 
some detail of the support which he 
found. 

“The common knowledge of persons 
untrained in the law is a _ precarious 


mentor of legal postulates and differen- 
tiations. For this, one can adduce 
melancholy testimony from any lawyers 
who have suffered from the inapposite 
arguments of experts in economics and 
what is miscalled political science. It 
is little less than shocking to have a 
justice of the Supreme Court invoke 
the mere supposition of common knowl- 
edge among lesser breeds without the 
law as worthy of consideration against 
the conclusion of a district court which 
preferred to respect its obligation to be 
faithful to superior controlling prece- 
dents rather than to traduce them by 
resort to vaguely indicated ancient locu- 
tions and to unspecified contemporary 
supposed common knowledge of sup- 
posed most persons. Granted that in 
dealing with novel issues there are more 
open spaces in constitutional law than 
in the more tightly articulated private 


law there is still appropriate in public 
law an instinct of lawyership which the 
experts of a high profession should 
strive to respect and to possess.” 
Criticizing Justice Black’s statement 
that the Sherman act “was intended to 
regulate certain aspects of the methods 
by which interstate insurance compa- 
nies do business,” Powell states that “it 
is a pity that the words of a Supreme 
Court opinion have to be scrutinized so 
meticulously to warn the uninitiated 
that they may beg the whole question 
at issue and not be a reliable state- 
ment of the law a moment before it 


became such by the decision in the 
case.” 
Those wishing to read Professor 


Powell’s complete article may obtain 
the current issue (September) by send- 
ing 75c to the Harvard Law Review at 
161 Lenox street, Norwood, Mass. 











what to do about it. 





THE PATTERN OF THE FUTURE 


MORE THAN ONE MILLION war veterans have returned to civilian 
life from the armed services. The problems which they face repre- 
sent the pattern of the future. With the end of the war millions 
more will return. Some of them will return to old jobs, to familiar 
surroundings. Others will take up new jobs and new careers. All 
will have to fit themselves into the scheme of civilian life. 


SO FAR AS LIFE INSURANCE is concerned, most of these veterans 
will have one problem in common. Nearly all will own some 
National Service Life Insurance, and each one of these holders of 
a government life insurance policy will have to decide individually 


BECAUSE THE PROPER PROTECTION of the dependents of those 
in military service is the concern of all the people of the country, 
the government in setting up this plan of insurance assumed both 
the costs of administration and the extra costs due to the hazards 
of the war. Consequently the premiums are less than the peacetime 

‘ premiums of life insurance companies. So National Service Life 
Insurance is a valuable asset and its retention is important to all 
the service men and service women who hold it. It is important 
that they retain all of it which they possibly can. 


IN THIS CONNECTION life insurance agents are in a position to 
give further practical help to the men who have risked their lives 
to preserve our country ahd its institutions. It is our privilege to 
see that they are soundly advised with regard to their National 
Service Life Insurance. 


LIFE INSURANCE COMPANY 
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Banker Is Okla. Speaker 


A. N. Murphey of the First National 
Bank & Trust Co., Oklahoma City, ad- 
dressed the Oklahoma C.L.U. chapter 
me “Corporation and Partnership Prob- 
ems.” 





Roberts Elected in Dallas 


Harry M. Roberts, Southwestern 
Life, has been elected president of the 
Dallas C. L. U. chapter, succeeding 
Lloyd W. Klingman, Equitable Society. 


R. P. Baxter, Rio Grande National Life, 
is vice-president, and J. H. Ardrey, 
Indianapolis Life, secretary-treasurer. 
Mr. Roberts is a past president of the 
Dallas Association of Life Underwriters. 





Attorney on St. Louis Program 


Howe FE. Cochrane, attorney of 
Washington and New York, will con- 
duct a forum of interest to lawyers, 
public accountants, other professional 
groups, and business men, on _ state 
planning and analysis and how it is af- 
fected by taxation, sponsored by the St. 
Louis C. L. U. Nov. 20. The forum 
will be in two sessions, afternoon and 
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home office contracts. 






3207 Washington Boulevard 
Allen May, President 





Attention— 


MISSISSIPPIANS! 


Mutual Savings Life Insurance Company announces its 
entrance into the State of Mississippi for new busi- 
ness, and is interested in negotiating with available 


Personal Producers 


who are ready to build General Agencies under direct 


Write in confidence for copy of 
Field Features and full 
outlining your qualifications. 


Address— 
J. DeWitt Mills, Superintendent of Agents 


MUTUAL SAVIN GS 


nt 3 acl 
MIS SOUR/S FIRST WHOLLY MUTUAL LEGAL RESERVE COMPANY, 
COU fF 
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details, 





St. Louis 3, Missouri 














evening, at Kiel municipal auditorium. 

Mr. Cochrane has had broad experi- 
ence in tax matters and has lectured in 
the east on corporation taxes, pension 
plans and estates. Ray E. Flint, John 
Hancock Mutual, is chairman of the 
committee which is arranging the meet- 
ing. 


Nashville C. L. U. Class 


A “Part A” C.L.U. class is being 
conducted at Watkins Institute in Nash- 
ville with Dr. Lowe Watkins of Van- 
derbilt University. as teacher and with 
an enrollment of 27. It is sponsored 
jointly by the Nashville Association of 
Life Underwriters and General Agents 
& Managers Association. A “Part C” 
class is being organized. 


Pacific Mutual C.L.U. Elects 


The Pacific Mutual Uife C.L-U. 
chapter has elected these officers: Presi- 
dent, Ted Dreyer, Oakland, Cal., gen- 
eral agent; vice-president, W. W. Gil- 
lespie, home office supervisor of agen- 
cies; secretary-treasurer, Floyd W. For- 
ker, Los Angeles general agent. 


ACCIDENT 


Industrial Hygiene Program 
Includes Insurance Topics 


At the annual meeting of the Indus- 
trial Hygiene Foundation at Mellon In- 
stitute, Pittsburgh, Nov. 15-16, several 
discussions will touch on fields of inter- 
est to the insurance business. 

A. Hohaus, associate actuary of 
Metropolitan Life, will preside at a 
panel on sickness indemnification which 
will treat specifically of health insur- 
ance. Andrew Court, labor economics 
section, General Motors Corporation, 
will discuss the “Economic Basis of 
Health;” W. M. Gaffer, statistician U. S. 
Public Health Service, “Sickness In- 
demnification,” and N. Sinai, professor 
of public health at the University of 
Michigan, “Medical Expense Indemnifi- 
cation.” Mr. Hohaus will give the sum- 
mary and conclusions. 

















Gastil to Address L. A. Producers 


Walter G. Gastil, manager of Con- 
necticut General Life in Los Angeles, 
will address the Accident & Health 
Producers Association of Southern 
California Nov. 9 on “Meeting Our 
Obligations as A. & H. Producers.” 





Nelson Milwaukee A. & H. Speaker 
MILWAUKEE — Bert Nelson, spe- 


agent of 


cial Northwestern Mutual 




















Life in the Victor M. Stamm agency, 
Milwaukee, will speak on “Selling Your- 
self to the Public’ at the luncheon 
meeting of the Accident & Health 
Underwriters of Milwaukee Nor 2. 


Hartford Claim Men Elect 


Leslie Tucker of Hartford Accident 
has been elected chairman of the Hart- 
ford Claim Conference, succeeding 
Douglas Morrison, Aetna Life. William 
Reid, Travelers, is vice-chairman, and 
Raymond Adams, Aetna Life, secretary- 
treasurer. The organization is composed 
of home office claim men in the life, 
accident and group fields. 











Must File “Agents for Process” 


All outside companies licensed in Cali- 
fornia have been requested by Commis- 
sioner Garrison to file with him and the 
secretary of state their “agents for proc- 
ess” immediately. 

The commissioner reminds these com- 
panies that when they entered California 
they were required to designate some 
eligible resident of California as agent 
for process. He says that during the 
years changes have been made and he 
intimates that he has knowledge that 
some of these agents for process have 
left the state, died or severed connec- 
tions—without successors being ap- 
pointed. 





Flying Squadron at Dallas 


State and local association war bond 
leaders from Arkansas, Oklahoma, 
Louisiana and Texas attended an all-day 
conference at Dallas conducted by the 
N.A.L.U. “flying squadron” headed by 
Clifford H. Orr, Philadelphia. 

Lt. Col. H. Miller Ainsworth, Texas 
hero at Salerno, was chief speaker at 
a luncheon sponsored by the Dallas 
Association of Life Underwriters. 





H. A. Chipman, agency manager of 
Equitable Society, addressed the Insur- 
ance Women of Columbus on “Security.” 
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| ous. In most instances adequate 
life insurance is needed and abso- 
lute speed is éssential in handling 
policies for civilians leaving the 
country on important missions. 
This, Company is known as a 
specialist in underwriting civilian 
risks traveling’ or residing abroad _ 


because of its many years. 


of experience in foreign fields. 


Rates are low ... limits reasonable... ' 
broad coverage available. 


THE UNITED STATES LIFE 
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Plenty of Challenge for Selection Men 
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scale as before. It is a question of 
whether the companies can use their 
own medical examiners or must trace 
down the veteran’s medical record. At 
present the government’s recently an- 
nounced policy of “no information” ex- 
cept on request of the service man and 
then only to him creates a difficult prob- 
lem both for the home office and the 
field. Shifting and changing populations 
create a problem. Certainly many vet- 
erans will not want to return to their 
former occupations or to their old com- 
munities. It will be a tough problem to 
get a competent inspection on men who 
have been in the Aleutians, China, India 
and elsewhere for several years, men 
who left home as youngsters and re- 
turned as men. There is in addition the 
matter of conserving for the returned 
veteran his war risk insurance. The 
underwriter should assist agents in get- 
ting the returning soldier to convert and 
retain his government insurance, he said. 


Need Policy on Restoration 


While the demand for restoration of 
disability and double indemnity benefits 
has not been heavy, and many offices do 
not have any well defined policy as how 
to proceed, this is an issue which will 
have to be met. Companies, he said, 
will want to adopt a liberal attitude in 
underwriting requests for the restoration 
of these benefits. Plans should be set 
for handling such cases. 

The United States after the war will 
take a leading part in international af- 
fairs, and this is going to create a real 
need and demand for life insurance cov- 
erage by American companies to protect 
people in all parts of the world. Most 
companies to date have shown little in- 
clination to write life insurance in for- 
eign countries, but much of this business 
will originate at home. He predicted 
that American companies will have their 
own representatives in all parts of the 
world on a scale heretofore unheard of. 

Occupational ratings will need to be 
revised, he said. Underwriters cannot 
afford to lag too far behind in their ap- 
preciation of the changes which have 
occurred during the war, some of which 
will have to be translated into reduced 
ratings in many industries. In 20 years, 
1923 to 1943, occupational deaths of em- 
ployes on duty on steam railways de- 
clined by 49%. It is, he said, time to 
look ahead. 


Evans Speaks 


“Don't criticise the agency depart- 
ment too much” was the advice given 
by John H. Evans, vice-president of 
Ohio National Life, in discussing “Re- 
lationship of the Agency and Underwrit- 
ing Departments.” Mr. Evans made his 
points in a chatty informal style. He 
said that life insurance is a competitive 
business. Companies complete with each 
other for good agents, agents compete 
for business, investment departments bid 
against each other for securities. He 
hopes competition that promotes better 
management will never disappear from 
the business, but competition that causes 
unsound practices must be avoided. He 
suggested that competition among home 
ofice underwriting departments cer- 
tainly is not desirable, either in the di- 
rections of loose underwriting which 
supposedly attracts agents of other com- 
Panies, or in the direction of rigid selec- 
tion to see how low the mortality ratio 
will go. Actually the promotion of uni- 
formity of standards in the selection of 
risks is beneficial to the business, he 
commented. 


Urges Cooperation 


_Mr. Evans urged intelligent coopera- 
tion between -the underwriting and 
agency departments. He pointed out 
that when an underwriter declines a 
$5,000 case, it is just another case out 
of many hundreds to him, but to the 
agent who produces $150,000 a year 
it is a very vital matter. He pointed 
out that the home office underwriting 
department has a greater opportunity 


than other departments to be of addi- 
tional value to the company because of 
its frequent contacts with the agency 
force. The underwriters’ attitude towards 
the agent has much to do with morale. 

Richard T. Sexton, senior underwriter 
of Connecticut General Life, was gen- 
eral chairman of the Thursday session. 
The morning closed with a report of 
the secretary-treasurer, Carl M. Young, 
Farmers & Bankers Life, and the fol- 
lowing committee chairmen: D. B. AI- 
port, Business Men’s Assurance, mem- 
bership; John B. Ulrey, American United 
Life, reading and reference; Charles J. 
Smith, Pan-American Life, underwriting 
forms, and D. Allen Sheppard, General 
American Life, underwriting changes. 

Thursday afternoon the ordinary case 
clinic was staged by Emmett Russell, 
Jr., Life & Casualty, and N. M. Long- 
worth, United Benefit Life, while the 
industrial session was headed by Joseph 
R. Hoffman, Commonwealth Life, and 
Vernon Cox, Continental Life. 





Paul M. Burnett, chairman 
Monumental Life and its president for 
manv years, died at his home in Balti- 
more. He became counsel for Monu- 


~~ 
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mental Life, then known as Mutual Life 
of Baltimore, in 1898, subsequently 
serving as a director, vice-president and 
president. He was elected chairman 
when L. P. Rock became president in 
1936. He testified during the TNEC 
hearings in 1939. Mr. Burnett gradu- 
ated from Baltimore City College and 
the University of Maryland law school. 
He was very active in promoting the 
welfare of crippled children. 


Matthews Excelsior President 


Albert Matthews, lieutenant governor 
of Ontario, has been elected president 
of Excelsior Life of Toronto. He has 
been a member of Excelsior Life’s 
board since 1931. He is senior partner 
of the Toronto investment firm of Mat- 
thews & Co. 


Seavey Secretary of Union Mutual 


Charles H. Seavey has been appointed 
assistant secretary of Union Mutual 
Life. He has been with Union Mutual 
since 1934 and is now in charge of ac- 
cident and health underwriting. 


W. A. Gallagher, 75, for nearly 50 
years an agent and an agency director 
of New York Life until his retirement 
in 1933, died at his home in New York. 
He was agency director in Reading, 
Baltimore and New York. 








Commissioners of Zone 3 
Elect Julian Chairman 
MONTGOMERY, ALA—Frank N. 


Julian of Alabama was elected chair- . 
man of Zone 3 of the National Associa- 
tion of Insurance Commissioners at a 
meeting here to succeed J. Edwin Lar- 
son of Florida. 

The Florida, Alabama, Mississippi, 
Louisiana and Tennessee departments 
had representatives at the meeting. 

Missouri, Kentucky and Georgia were 
not represented 

The Jackson, Miss., resolution was 
reaffirmed. It provides that where a 
company to be examined has as much 
as $250,000 in premiums in the zone and 
the zone is not included, the chairman 
is authorized to designate a state within 
the zone to participate. Reports of all 
examinations from May 11, 1943, to Oct. 
25, 1944, were made by Commissioner 
Larson. The report of the zone chair- 
man in the assignment of states for 
convention examination was approved. 
A motion to require each participating 
state to notify the chairman of the date 
of completion of all convention examina- 
tions was adopted. 

Martin of Louisiana extended an invi- 
tation to hold the next zone meeting in 
New Orleans. 
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INSURANCE 


Fort Wayne 


TO: 
PROSPECTIVE 
GENERAL AGENTS 


“Do You Live in one of LNL’S 
open territory towns or cities?” 


F you do, and if you are ambitious for a General 
Agency of your own, right in your own home terri- 
tory, we may be able to offer you the opportunity for 
which you are looking. | . 

Write in confidence for information on the territory in 
which you live. We are, however, interested only if your 
present company is unable to satisfy your General 


Agency ambition in your home area. Write to: 


Agency Department 


Geared To Help Its Fieldmen 


COMPANY 


Indiana 
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US 1S A 
DISTINCTIVE company!” 


That’s what you'll hear wherever Pacific Mutual field 





ZT 






representatives get together. It’s an apt description, 
for Pacific Mutual has many features of distinction. 
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Foremost, perhaps, from the fieldman’s point of 
view is the completeness of Pacific Mutual protections. 









Pacific Mutual underwriters have at their disposal 






. 


unsurpassed basic coverages — Life, Accident and 





Sickness (including the famous combination plan 





that “pays 5 ways”); a full range of those Comple- 






mentary Coverages essential to comprehensive estate 






programming; a practical line of Retirement and 
Annuity Plans; and the most modern of Group 






Insurance facilities. 









FIGHT INFANTILE PARALYSIS3 January 14-31 


PACIFIC MUTUAL 
LIFE INSURANCE COMPANY 


{A CALIFORNIA CORPORATION ) 
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A Pioneer Trail — 


in the method of compensating 
Iieldmen was blazed by the agency contracts the Western 
Life put into effect January 1, 1935, under which qualified 
producers are rewarded generously and on a scale well 
above the average. The soundness of the method has been 
proven by the substantial earnings of Western Life pro- 
ducers during the past ten years as well as the large increase 
of insurance in force the Western Life has made. 


General Agency Openings - - In California, Washington, Idaho, 
Montana, Utah and Wyoming for men who can qualify as personal 
producing general agents. Check our Financial Statement. 


WESTERN LIFE 


INSURANCE COMPANY 


Since roro 
Assets $19,411,479.95 
Surplus to Policyholders $2,650,000 
R. B. RICHARDSON LEE CANNON 
President Agency Vice President 


HELENA MONTANA 











How to Underwrite Ex-Servicemen 
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partment. Because of these difficulties 
and in fairness to insured as well as 
company, Dr. Hutchinson advised un- 
derwriters to lean rather heavily upon 
the medical examination for at least the 
next three to five years in cases of ex- 
servicemen. 

There will be records that require a 
different viewpoint in evaluating than 
heretofore, and _ probably foremost 
among these will be those relating to 
neurosis, Dr. Hutchinson said. In ci- 
vilian life most individuals can adjust 
themselves satisfactorily and_ settle 
down. In service the person is faced 
with an entire change of environment, 
disruption of routines, etc. He said 
many of those maladjusted in service 
when returned to civilian status un- 
questionably will be as stable as they 
ever were. But, he said, it will take less 
provocation to cause some to break 
down. 


Dealing with Psycho-neurotic 


The problem is to determine when the 
psycho-neurotic tendencies, of which 
most people have a few, become a dis- 
ease, that is, when they occupy so much 
of the man’s time and energy as to in- 
terfere with his business and daily rou- 
tine. The underwriter, he said, should 
know that ex-servicemen prospects with 
neuroses have returned to civilian life 
and _ satisfactorily adjusted themselves 
well for a fixed period of time. The un- 
derwriter must use the utmost care, Dr. 
Hutchinson warned, not to penalize the 
man who can make a satisfactory ad- 
justment to civilian life. The under- 
writer should not be overly impressed 
with the technical diagnosis without 
seriously attempting to appraise the dis- 
order and whether it will materially af- 
fect him as a risk from the viewpoint 
of either disability or longevity. 

Combat Fatigue Cases 

Dr. Hutchinson did not attach too 
much importance to combat fatigue 
cases. These men should also be in the 
favorable group for acceptance for life 
insurance after a period of postpone- 
ment for proper adjustment to civilian 
routine, he said. 

The extensive program the services 
have set up for rehabilitating men who 
have suffered from disease and injury 
enables the men to return to duty or 
civilian life with a healthy attitude to- 
ward any disability which may have 
been incurred and with a determination 
to stand on their own feet, he said. 

He mentioned also filariasis, a disease 
characterized by a recurrent swelling 
and soreness of the extremities, enlarge- 
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ment of the regional lymph glands, ete, 
This, he said, burns itself out after a 


time in temperate climates. In disability | 


risks, those who have had it should be 


carefully appraised and there should be | 


a considerable period of freedom from 
recurrent attacks before coverage is 
granted. So far there have been no cases 
showing any late deforming manifesta- 
tions, and it should have no appreciable 
effect on longevity. Such cases should 
be underwritten on a standard basis. 


How to Deal with Malaria 


Dr. Hutchinson is inclined not to view 
malaria cases with too much alarm. 
There have been a great many of them 
and there will be more, but the navy has 
established excellent control methods 
and the problem now is definitely on the 
decline. Since they can be returned to 
service, he suggested it is sound to un- 
derwrite them on practically the same 
standards used heretofore in underwrit- 
ing malaria in the southern states. He 
said it would be well to watch this 
group for a time for any changes which 
might affect future underwriting, and the 
cases should be free of recurrent at- 
tacks for a period of six months or 
more. 

Those who have served in a limited 
duty capacity in the armed forces will 
come under the scrutiny of undervwrit- 
ers, Dr. Hutchinson said. They may be 
on limited duty because of visual defect, 
impaired hearing, back strain, flat feet, 
etc. There seems to be no reason why 
these people should not be written on 
standard basis. But they should not be 
confused with those on limited duty 
with certain types of circulatory, respi- 
ratory and gastro-intestinal impairment. 
Most of these are older men with ex- 
perience or special knowledge or skills 
needed by services and should be inves- 
tigated carefully for insurance under- 
writing. 


Success of La Guardia Plan 
Is Dependént on Doctors 





(CONTINUED FROM PAGE 1) 


health-hospitalization plans has gone up 
from a comparatively stationary ratio of 
65% to 85% in the past two years. 
Some of the reasons for this are the 
larger employment of older and physi- 
cally impaired people and longer hours 
of work. The loss ratio on hospital ben- 
efits has been rather stationary while 
that of surgical benefits has been going 
up. Some employes are taking jobs 
where certain benefits are available. The 
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ratio on surgical benefits coverage for 
dependents is improving. 

In all, about 36,000 employers with 
$24 billions of coverage are included un- 
der private plans. Private companies 


_ have done a very good job at a cost that 


merits careful consideration, Mr. Reich- 
gott asserted. 


Need in Lower Income Groups 


Insurance is of a secondary interest in 
a non-profit community venture such as 
the LaGuardia plan, Mr. Carlton said. It 
is a part of social progress and antici- 
pates the culmination of government 
thinking on the subject, to which it may 
eventually give way. New York City is 
endowed with the finest group of doc- 
tors in the medical profession, but the 
lower income groups are receiving only 
half of the medical care considered ade- 
quate by the profession. Nearly one- 
third of the doctors will be released 
from the armed forces with demobiliza- 
tion and program seeks the effective 
mobilization of community resources, he 
stated. 

The plan is in a very flexible form. An 
agreement with members of the medical 
profession who are opposing the inclu- 
sion of persons with over $2,500 annual 
incomes compared to the $5,000 ceiling 
contemplated will be reached, Mr. Carl- 
ton said. Studies indicate the average 


person in the low income bracket pays 





INDIANAPOLIS INDUS. 
TRIALIST, APPROACHES 
THE VETERAN PROBLEM 
FROM A NEW -POINT OF 
VIEW. 

% * 
SPEAKING BEFORE A 
GROUP OF SALES LEAD- 
ERS, MR. BOWES SAID: 
“We keep talking about what 
we are going to do for the vet- 
eran, how we are going to re- 
habilitate him, I think the shoe 
is on the other foot. We should 
begin to talk about ‘what the 
veteran can do for our sales 
organizations. 


“These men have learned de- 
cision, discipline, action, organi- 
zation. They know how to lay 
out a job, how to attack it with 
firmness, how to follow through 
—all valuable sales qualities. 


“Many anemic sales organiza- 
tions need a blood transfusion ~ 
of the qualities the veterans can 
give. Welcome them, not only 
because you want to give them 
an opportunity but also because 
you want to profit by what they 
can give you.” 
* * oo 

THERE IS A GREAT DEAL 
TO BE SAID FOR THE 
POINT EXPRESSED BY MR. 
BOWES. KEEP IT IN MIND 
AS YOUR BOYS RETURN! 


PAUL SPEICHER 
Managing Editor 
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$10 a year for medical costs and one in 
the $3,000-$5,000 bracket pays $14. Un- 
der the LaGuardia program, the average 
would be increased to $20. He empha- 
sized that medical care would continue 
on a voluntary basis for both patient and 
doctor. 


Financing the Program 


Mr. Carlton said the basis for financ- 
ing the program, 4% of payroll of which 
the employer and employe each con- 
tribute half, had been carefully deter- 
mined after analyzing the experience of 
plans having more or less limitation of 
coverage. Estimated costs of the medi- 
cal profession with group practice pre- 
payment plans were determined. No pro- 
vision has been made in the plan should 
expenditures become greater than in- 
come. While the program in its initial 
stages would cover groups only, ulti- 
mately self-employed persons and other 
individuals would be covered as well. He 
admitted there would be difficulty in pro- 
viding coverage for persons who work 
in the metropolitan area, but live outside 
of that area. This difficulty is now being 
ironed out, he said. 

Mr. Clement said it had been planned 
to have a representative of the county 
medical societies present, but that could 
not be arranged. G. E. Rogers, Robert 
Gair Company, president of the insti- 
tute, presided. Many large employers 
heard the discussion. One asked Mr. 
Van Dyk why such a program was nec- 
essary in view of the success of the Blue 
Cross plan and the new plan which 
would soon be put into effect by United 
Medical Service, the medical society 
sponsored plan. Mr. Van Dyk replied 
by outlining the early difficulties of As- 
sociated Hospital Service, emphasizing 
the need of cooperation by loctors. 





Home Beneficial Strike Spreads 


The strike of Home Beneficial of 
Richmond, which started in Washing- 
ton, D. C., and Norfolk, Va., has ex- 
tended to Petersburg, Va., and other 
offices. 

The agents say their request for per- 
mission to report each two or three 
days, instead of five days a week, as re- 
quested by the company, was to con- 
serve gasoline. Union officials say that 
many agents in the Washington district 
live at a great distance and that their 
gasoline rations are not sufficient to take 
care of their debits and make daily 
visits to the office. 

The U. S. conciliation service, De- 
partment of Labor, has a conciliator 
from its regional office, Atlanta, endeav- 
oring to settle the dispute between the 
company and the agents’ union. If this is 
unsuccessful, it will. be up to department 
heads to determine whether the case 
should be certified to the national war 
labor board as substantially involving, 
or likely to involve, the war effort. 


Edwin D. White, well known San 
Francisco life man, died from a heart 
attack. One of the first men in San 
Francisco to qualify for the C.L.U. 
designation, Mr. White had been with 
Equitable Society since 1926, when he 
was appointed west coast manager of its 
group department. For the past two 
years, in addition to his insurance work, 
Mr. White has been doing confidential 
work for the government. Before join- 
ing Equitable, he was personnel officer 
with the Union Pacific railroad at 
Omaha. 











WANTED: A SUPERVISOR 


One of the oldest and largest mutual life 
insurance companies is seeking an ex- 
perienced man to serve as a traveling 
Supervisor, to work at recruiting and 
training in its Mid-West territory. The 
job pays a good salary, plus expenses, 
and offers a fine opportunity for advance- 
ment. 

Write to The National Underwriter, Box 
A-15, giving full particulars as to experi- 
ence, past and present connections, and 
mention references. 














What Does the World 
Hold in Store for Them? 


It will be a wonderful world — but full of uncertainty. 


Life insurance bought to protect them must be adaptable 


to their changing needs. 


The income settlement options which are a part of 


the Connecticut Mutual policy contract permit great 
flexibility for the protection both of the insured and his 


beneficiaries. 


A pioneer in income agreements in 1899, 


The Connecticut Mutual has always kept well abreast of 
the field both as to forms and methods. Today the standard 


provisions of the policy contract include six income settle- 


ment options, four of which are available to the beneficiary, 


and all six to the insured either at maturity as an endowment 


or on surrender for the cash value. 





OPTIONAL SETTLEMENTS 
Standard in All Current Connecticut Mutual Life and Endowment Contracts 








*Option 6— Joint and 24 to the Survivor 
Annuity, 100 months Certain 











P On Surrender 
At Maturity : 
At Death at any time 
as Endowment | for Cash Value 
*Option 1 — Instalments Certain x x x 
*Option 2 — Continuous Instalments x x x 
Life Income 
Without Instalments Certain 
5 years Certain 
100 months Certain 
10 years Certain 
20 years Certain 
Option 3 — Interest Income x x x 
Guaranteed minimum rate 2% , 
Current (1944) rate 3.4% 
Option 4 — Specified Amounts until pro- 
ceeds, with interest, are exhausted x x x 
Guaranteed minimum rate of inter- 
est 244% 
Current (1944) rate 3.4% 
Option 5 — (Instalment Refund Annuity) : Z 





*All instalments certain participate in 





the Company’s excess interest earnings. 
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EDITORIAL 


COMMENT 


PERSONAL SIDE OF THE BUSINESS 





Comment on Justice Black‘s Opinion 


Despite the universal reaction of in- 
surance men that “we wuz robbed” by 
the Southeastern Underwriters Asso- 
ciation decision, some may since have 
wondered if possibly their feelings 
weren’t merely those of all defeated 
litigants. Was it conceivable that the 
decision was a sound one, that the in- 
surance industry was contending that 
“we're right and the world’s wrong,” 
that everybody was out of step but 
Mike? Even without such misgivings 
it is not a pleasant feeling to be on the 
wrong end of a decision handed down 
in a criminal case by the nation’s high- 
est tribunal. 

Hence the penetrating analysis of 
the decision which Prof. Thomas Reed 
Powell, one of the greatest authorities 
on ccnstitutional law, has written for 
the current issue of the Harvard Law 
Review, should serve to reassure every- 
one in the insurance business that their 
sense of outrage is by no means due 
solely to the fact that it is their ox 
that was gored. A summary of Pro- 
fessor Powell's article appears elsewhere 
in this issue, 


There is a saying among lawyers that 
it is the defeated litigant’s privilege to 
curse the judge but beyond a few angry 
snorts there has been little tendency 
among insurance men to pick the deci- 
sion to pieces. For one thing it 
wouldn't help matters any and it would 
take time needed to repair the wreckage 
left by the decision. Nevertheless there 
is a certain gratification in seeing the 
decision dissected, analyzed and criti- 
cized by a fully qualified expert. Pro- 
fessor Powell’s caustic wit is not dulled 
by his use of scholarly legal language. 
It will be surprising if Justice Black 
doesn’t squirm as he reads Professor 
Powell’s commentary—and we _ need 
have no fear that the justice will fail to 
read an article by so distinguished an 
authority on so important a case. 

Professor Powell’s article cannot 
bring back the status quo ante. But 
unless we are to say uncritically that 
justice is whatever the Supreme Court 
says it is at that particular moment the 
insurance business has every reason to 
feel more strongly than ever that we 
really wuz robbed. 


Agents as Interpreters 


Earl M. Schwemm, Chicago manager 
of Great-West Life, in a talk before the 
Pittsburgh Life Underwriters Associa- 
tion gave a new name to insurance 
agents. He referred to them as “inter- 
preters.” That is a brand new title and 
yet as Mr, Schwemm sees it, it seems to 
us that it is a very appropriate one. He 
said that in-many cases the agent must 
interpret conditions existing and in the 
offing to show how the prospect will be 


affected. They are meaningless perhaps 
to the buyer. This affords the agent the 
opportunity to use what might be called 
the x-ray so that the prospect can see 
for himself what is inside. There are 
factors and currents that do have a 
vital effect on an assured and the agent 
should be in a position to tell the as- 
sured or prospect just what they mean 
and how they will enter into his life 
and business. 


Agents Should Explain Case 


Agents should have a very clear view 
of the U. S. Supreme Court decision 
holding insurance is commerce and the 
discussions that have followed as to 
what course insurance should take. The 
life companies have stood aloof from 
the general discussions because they 
have felt they were not itivolved to such 
an extent as the others and their par- 
ticipation in any sort of campaign might 
be misunderstood. 

The main thing for men in the field 
to do js to allay any suspicion of harm 
that might come to their life insurance. 
There has been no expression from 
Washington that any effort would be 
set forth to put federal restrictions on 
life insurance although, of course, such 
might be done if federal supervision 


were established. Life insurance people as 
a great group interested in the solidity of 
life insurance say that the business has 
been built up under state supervision 
and hence that form of procedure should 
be continued. The states are entitled to 
the premium taxes. It would be far 
more Satisfactory to the policyholder to 
deal with his state insurance department 
than to be compelled to take any 
grievance to or try to get any informa- 
tion regarding his company or policy 
from a huge bureau in Washington 
where thousands of items would have 
to be received and sifted out. 

The danger to life insurance is not so 
much the placing of restrictions but that 
a large bureau might become more and 
more a political institution. 


Fidelity Mutual Life’s new vice-presi- 
dent and medical director, Dr. Lauritz S. 
Ylvisaker, is an authority on cardiovas- 
cular diseases. In his former position 
as associate medical director of Pruden- 
tial he was in charge of all x-ray and 
electro-cardiograph work with full re- 





DR. LAURITZ S, YLVISAKER 


sponsibility for heart and lung studies. 
Before he went with Prudential in 1928, 
Dr. Ylvisaker was in private practice in 
Minneapolis and St. Paul for nine years, 
six years of which he was an instructor 
in the heart department of the Univer- 
sity of Minnesota medical school. 

Frank J. Price, Jr., associate manager 
of the advertising and publications de- 
partment of Prudential, has received 
word that his son John, 23, who is in 
the marine corps, was wounded in the 
landing on Guam. He enlisted in the 
marines before he was 21. He was hit 
in the leg and transferred to a hospital 
at Pearl Harbor where he found that 
the doctor attending him was his fam- 
ily physician. _He is recuperating at a 
rest camp in Pearl Harbor now and 
hopes to return home before long. Mr. 
Price has another son, Frank J., III, a 
first sergeant in the army, who at pres- 
ent is stationed in this country after 
serving for 29 months in the Aleutian 
Islands. A third son, Richard, who will 
be 18 next month, expects to join the 
air corps at that time. Frank Price 
himself has been exceedingly active in 
various kinds of war work, air raid de- 
fense and coast guard service. 


O. S. Carlton, Jr., of Houston, Tex., 
is the new head of the Presidents Club 
of Great Southern Life. He has been 
with the company since his youth. Twice 
he has been a million dollar producer 
and at the present time he is in a hos- 
pital at Mexico City taking special 
treatment for an illness which has been 
holding him down for some months. 

Directors of the Life Association of 
America paid tribute to the memory of 
the late Sylvan B. Phillips, former presi- 
dent of Union Mutual Life, in a_me- 
morial adopted at a meeting in 
York. “His unswerving loyalty to his 
company, and his distitiguished’ service 


. Philadelphia 


New. 


to life insurance during the many years 
he was connected with it, form a notable 
chapter in the annals of the business,” 
the memorial stated. 

R. G. Leuzinger, manager of the 
home office agency of Ohio State Life, 
has been elected treasurer of the Co- 
lumbus Kiwanis Club. 

R. H. S. Brilliande of Honolulu, mil- 
lion dollar producer of West Coast Life 
in the Hawaiian Islands, visited the 
home office in San Francisco before 
proceeding east on personal business, 
He addressed the company’s San Fran- 
cisco and Oakland agencies, outlining 
the methods he uses in producing 
about 200 policies for more than $1 
million a year. On returning from the 
east he will spend several weeks at the 
home office. 

E. Ray Cary, special agent of North- 
western Mutual Life at Austin, Minn., 
was reelected president of the Minne- 
sota Automobile Association at its an- 
nual meeting in Minneapolis. 


DEATHS 


Provident Mutual Life 
Leader Is Dead 


Louis F. Paret, 
agent of Provident aetna Lie, 
from heart 
trouble. He 
was nearly 70 
years old. At 
the age of 18 
he entered life 











Philadelphia general 


died 


insurance as 
an office boy 
with the old 
Provident Life 
& Trust. He 
became an 
agent in 1901 


and nine years 
later he was 
made general 
agent for sey- + 

eral counties surrounding Philadelphia. 
In 1917 he was made general agent for 
New Jersey and in 1930 he moved his 
headquarters to Philadelphia. His 
agency led all Provident agencies in 
new business last year and is leading 
this year to date. 

While in New Jersey Mr. Paret was 
president of the Camden Association of 
Life Underwriters. Twice he has been 
president of the Philadelphia associa- 
tion and headed the Pennsylvania asso- 
ciation. He was the second man to re- 
ceive the presidents’ cup award of the 
association for  distin- 
guished service, the first recipient being 

S. S. Huebner, president American 
College. p 

Mr. Paret, lived, ate and drank life 
insurance, and his foremost recreation 
was to gather with other life insurance 
men in the Union League and talk over 
mutual problems and interests. 

Mr. Paret was buried in Moorestown, 
N.. J 
Ira Freet, district manager of New 
York Life at York, Neb., for many 
years, with a territory covering a large 





Paret 


Louis F. 


part of thé state, died following a brief’ 


illness. 


Henry T. Thomas, for 44 years Louis-, 
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ville general agent of New England Mu- 
tual Life before retiring in 1940, died 
there. He was in the insurance busi- 
ness for more than 50 years in all and 
for many years was associated with the 
late William H. Kaye as general agents 
of New England Mutual. After the 
death of Mr. Kaye some years ago he 
became sole general agent but on ac- 
count of advanced years retired from 
active duty in 1940 when Maj. George 
M. Chescheir, now in service, was 
named general agent. After retiring he 
continued to maintain an office with the 
New England. 

Granville H. Schroeder, 71, special 
agent of Ohio State Life in Louisville 
since 1938, and for many years con- 
nected with the postoffice department 
before retiring from government serv- 
ice, died from pneumonia. 

Harry O. Whitbeck, 74, veteran life 
man of Kenosha, Wis., died at a hospital 
there after a prolonged illness. For 
more than 25 years he was with Metro- 
politan Life, and for 10 years with 
North American Life. 

Vincent D. Manahan, 62, a home of- 
fice employe of Metropolitan Life for 
45 years, died at a hospital in Plainfield, 
N. J., after an illness of several months. 

His entire career had been in the un- 
derwriting division of the ordinary de- 
partment. He was appointed manager 
of the ordinary application division in 
1936, and in that capacity had been in 
charge of underwriting more than 500,- 
000 applications a year. He was active 
in the Home Office Life Underwriters 
Association, of which he was a charter 
member. During the first world war he 
evolved the idea of selling war savings 
stamps on the sidewalks of New York. 
The idea spread, so that thousands be- 
came engaged in this activity, and even 
now, in the present war, his idea has 
been put to good use. 

Edward L. McManus, 58, insurance 
director of the American Hotel Asso- 
ciation, died in New York City when he 
fell or jumped from an extension roof 








Start thinking 

now — 

about becoming 

a Guardsman 

in April 1945 — 
when Agency Year 


begins. 
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Death Takes Veteran 
Mid-Western Actuary 








J. CHARLES SEITZ 


J. Charles Seitz, 60, actuary of Guar- 
antee Mutual Life, died in Omaha. He 
was a charter member of the American 
Institute of Actuaries and author of a 
book, “A System of Accounting for a 
Life Insurance Company.” He _ had 
served as consulting actuary for several 
life companies and fraternals. Before 
going to Omaha he was secretary, 
treasurer and actuary of the old Secur- 
ity Life of Chicago. As a consulting ac- 
tuary, he revised the pension system of 
the Santa Fe railroad. 








of the Hotel Lexington. He had been 
in poor health for some months. He 
entered insurance with Liberty Mutual, 
later organized Brewers Mutual of New 
York, and joined American Hotel Asso- 
ciation in 1930. He was instrumental in 
securing separate classification for hotels 
and developed a hotel employes’ benefit 
program adopted early this year by the 
association. 

Services were held last Friday at 
New Richmond, O., for Miss Margaret 
V. Jarman, employe of THE NATIONAL 
UNDERWRITER, One of seven who were 
burned to death in the fire at 236 East 
Fifth street in downtown Cincinnati 
the previous Monday. Miss Jarman, 
who was one of the “key” girls in the 
“Diamond Life Bulletins” statistical di- 
vision for 3% years, had decided to 
help out a friend by doing a little extra 
work in the evening at the office of the 
Cincinnati Pencil Company, making up 
Christmas packages. It was only her 
fourth evening at the pencil office and 
she had been in the building scarcely 
five minutes when the severe flash fire 
that caused her death occurred. 

Miss Jarman lived with her family on 
a farm at Moscow, O., and commuted 28 
miles back and forth to work each day. 
She was one of the company’s highly 
respected girls, having been active in 
office affairs. and formerly president of 
the NUSC Club, the social club of the 
office. Working with life insurance fig- 
ures daily, she knew its value and 
owned several contracts, one of which 
she purchased quite recently. 

R. L. McDougald, vice-president of 
North Carolina Mutual Life, who re- 
cently died after a long illness, was well 
known in his section. He was stricken 
over a year ago and after a lengthy 
confinement was able to return to the 
office. He graduated from the North 
Carolina College. of Negroes and began 
his business career as a bookkeeper in 
the Mechanics & Farmers Bank of that 
city, being appointed later assistant 
cashier, vice-president and then execu- 
tive vice-president and cashier. 

He went with North Carolina Mutual 
in November, 1922, working in the fi 


nancial department. He was later 
elected a director and then vice-presi- 
dent, continuing until his death. He 
was a director of Bankers Fire, South- 
ern Fidelity Mutual, Union Insurance & 
Realty Co. and Regal Holding Com- 
pany. 

Gilbert Knudtson, general agent at 
Los Angeles of Capitol Life, died sud- 
denly. He suffered a collapse caused 
by high blood pressure Aug. 25. The 
latest report was that his condition was 
improving. For many years, Mr. 
Knudtson was vice-president of Mutual 
Trust Life of Chicago, and prior to his 
appointment as general agent for Capi- 
tol Life had been Mutual Trust’s man- 
ager for California. 

L. W. Boykin, 64, general agent of 
Pilot Life in Bluefield, W. Va., and 
with that company for 30 years, died 
from a heart attack. 





Know the strong points of your prop- 
osition. Get the new Little Gem. $2.50 
singly from National Underwriter. 


COMPANIES 


Marked Gains Reported 
by Ohio State Life 


COLUMBUS—Insurance in force of 
Ohio State Life totaled $131,567,793 on 
Sept. 30, a gain of $6,283,692, Claris 
Adams, president, announced at a di- 
rectors meeting. Premiums on new 
business show 2 30% gain. Admitted 
assets totaled $31,221,544, a $2,280,153 
increase. Capital, surplus and contin- 
gency funds total $3,178,907. 


Claims on Service Men 


Claims on lives of servicemen total 
$75,000 on 50 cases, 27 of which 
for $45,370 having been incurred in the 
last three months. 

The home office agency, R. G. Leuz- 
inger, manager, leads all the agencies in 
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WHEN TOMORROW 
COMES 


Life Insurance Companies have contributed largely 
to the stabilization of our Nation’s economic life dur- 
ing these three war years. A survey of the total 
Government Bond purchases of the American Life 
Insurance Companies indicates that considerably 
more than the premium income has been invested 


This enormous volume of dollars was accumulated 
by the companies through the individual deposits 
of the policyholders whose lives are insured in the 
various companies. When Tomorrow Comes — the 
Bonds held by these life insurance companies will 
be held until their maturity date, thus contributing 
again to the future stabilization of our economic 


It is a recognized fact that these tremendous vol- ‘ 

umes—of life insurance in force, of premium incomes 
and of Bond accounts of life insurance companies, 
have been created by the efforts of the life insur- 
ance salesmen. The American Agency System is 
responsible and to these many individuals, all praise 
is due for their untiring efforts and efficient service. 


Great Southern Salesmen throughout the Company's 
thirty-five ‘years of service have contributed their 
share to these totals. We are proud of their accom- 
plishments. When Tomorrow Comes their efforts 
will be continued so that life insurance benefits will 
be extended to an even larger degree than ever 


GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


L. S. ADAMS, PRESIDENT 
HOME OFFICE: HOUSTON, TEXAS 
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volume, with the Cincinnati agency sec- 
ond. 


Imperial Mutual to Sell Stock 


LOS ANGELES—Comimissioner Gar- 
rison has granted a permit to Imperial 
Mutual Life to issue 34,000 shares of 
stock of a par value of $1, to be sold 
at not less than $1.50. Imperial Mutual 
is changing from a chapter 9 to a 9A 
company. 

The form of stock certificate must be 
approved by the commissioner and re- 
ports on all stock transactions must be 
made to him. The permit to sell stock 
will expire Dec. 30, unless continued. 
Policyholders. must be offered the stock 
first and at the end of 30 days any re- 
maining unsold stock may be sold to the 
public. 








Incorporate New Iowa Company 


Iowa Life of Des Moines, organized 
by the Iowa Farm Bureau Federation, 
has filed articles of incorporation, list- 
ing authorized capital at $500,000. The 
only ones eligible to own common 
stock would be the federation or its 
members. Preferred stock also will be 
issued only to farm bureau members. 

The Farm Bureau Federation also 


operates Iowa Farm Mutual, writing 


automobile coverage. 


Fidelity Union Stock Dividend 


Fidelity Union Life of Dallas has de- 
clared a 60%4% stock dividend, which 
will increase the capital from $300,000 
to $500,000 and give a_ policyholders 
surplus of $1,033,000. 


COMPANY MEN 


Mutual Life 
Advances Three 
Investment Men 


Oliver M. Whipple, second vice-presi- 
dent of Mutual Life, has been elected 
vice-president and manager of securi- 
ties investment. Stuart F. Silloway, 
treasurer, has been elected second vice- 
president and assistant to manager of 
securities investment. 

Dwight S. Beebe, vice-president, 
will assume the duties of treasurer and 

















HOME OFFICE 


progress year by year. 


and prosper. 





MUTUAL TRUST 


LIFE INSURANCE COMPANY 


CHICAGO Sal 
“bs Faithful as € ld Faithful” 
A GENERAL AGENCY COMPANY 


Is The General Agency System On Its Way Out? 


The answer to that one is that practically all mutual 
net level premium companies have been built up under 
that system and are making steady and substantial 





So long as freedom reigns in a free land and men are 
born who learn how to crack the whip over their own 
backs the General Agency System will continue to grow 


A smal] group of successful General Agents has, in 39 
years, built up for Mutual Trust, assets of 65 millions, 
insurance in force of 230 millions and a surplus of 5 
millions. There is no death rattle in that. 





FIELD BUILDING 
ILLINOIS 








has been named vice-president. and 
treasurer. Supervision of the company’s 
banking relationships will now be a 
function of the securities investment de- 
partment. 

Mr. Whipple went with Mutual Life 
in 1928 in the financial department and 
became second vice-president in June, 
1934. Mr. Beebe has been with the 
company since 1928, when he joined it 
as a vice-president. Mr. Silloway has 
been with the company since 1933 when 
he went into the financial department, 
and he was named financial manager in 
1934 and treasurer in 1942. 





Advance Dr. Bonnett 


to Medical Director 


NEW YORK—Dr. Earl C. Bonnett, 
associate medical director of Metropoli- 
tan Life, has been 
appointed medical 
director by direc- 
tors, succeeding 
the late Dr. 
Charles L. Chris- 
tiernin, who died 
Oct. 18. He will 
supervise about 
8,000 medical ex- 
aminers in the 
United States and 
Canada, will be re- 
sponsible for for- 
mulation of rules 
for medical exam- 
ination of appli- 
cants for insurance and advise in the 
establishment of rules for selection of 
risks, and also will manage home office 
health activities, including medical care 
and periodical physical and dental ex- 
amination of some 14,000 employes. 

Dr. Bonnett, a native of Provo, Utah, 
while a student at Cornell, enlisted in 
the army in 1917, and served in the 
first world war as a private, sergeant 
and second lieutenant in field artillery. 
After combat service with the 147th 
field artillery, 32d division, in the 
Meuse-Argonne offensive, he returned 
from overseas in 1919 and received the 
A.B. degree from Cornell, and resumed 
the study of medicine, receiving M.D. 
from Cornell medical college in 1923. 

Dr. Bonnett joined Metropolitan in 
1926 as a medical examiner in the home 
office, was advanced to assistant medi- 
cal director in 1928 and to associate 
medical director in 1944. 

_ Walter H. Saunders, Jr., becomes as- 
sistant general counsel. He was born 
in St. Louis, is a graduate of Princeton, 
1926, and Harvard law school, 1929, and 
went with Metropolitan in 1933 as at- 
torney in the law division. His work 





Dr. E. C. Bonnett 
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AGENCY SERVIC E 


recently has been in the security in. | 


vestment section. He recently was re. 
leased from active service in the navy, 
in which he served for two years as a 


CHANGES 


Dr. Albright Takes 


Clark as Partner 


MILWAUKEE—Dr. Charles E. Al. 
bright, . all-time production leader of 
Northwestern Mutual Life, has formed 
a partnership with Warren E. Clark, a 
special agent in the Victor Stamm 
agency of the company in Milwaukee, 
to assist him in servicing and advising 














Dr. C. E. Albright 


W. E. Clark 


his large clientele more adequately. Mr. 
Clark is a graduate of the University of 
Wisconsin and a C.L.U. He has been 
a leading producer in the Stamm agency 
for many years, handling employe re- 
tirement plans and corporation and part- 
nership insurance as well as covering 
family and estate needs of clients. 

Dr. Albright is believed to have sold 
personally more life insurance than any 
other man in the country. For 30 years 
he annually won the Northwestern Mu- 
tual special “AA” award for the largest 
volume of business placed with the com- 
pany, until he withdrew from further 
competition fer that honor several years 
ago. His all-time high production was 
nearly $4,000,000 in 1929, and last year 
he paid for about $2,000,000. His total 
production in Northwestern Mutual 
since he began in 1905 aggregates more 
than $80,000,000, which exceeds the to- 
tal business in force of many life com- 
panies. What Dr. Albright has placed 
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as surplus business in other companies 
in the last 39 years, in addition to the 
huge volume in Northwestern Mutual, 
has never been disclosed. 





Perrin Agency of N. Y. Is 
Named General Agent by 
Continental Assurance 


NEW YORK—The W. L. Perrin 
agency of New York City, which for 
many years has represented Continental 
Casualty, has been appointed general 
agent for Continental Assurance, which 
recently was admitted to New York 
state to write all lines of life insurance. 

Roy Tuchbreiter, first vice-president, 
gave a luncheon for the new general 
agency. 

W. J. W. Merritt, formerly of the 
Bragg agency of Guardian Life in New 
York City, has just joined the Conti- 
nental Assurance’s eastern department 
as manager of the business development 
department. Other eastern department 
excutives include H. rown, vice- 
president in charge of the department, 
D. A. Delong, agency superintendent, 
and C. Paul Barry, superintendent of 
the group department. 





- Commonwealth Opens New 
| Agency at Knoxville 


Henry Tyler, Commonwealth Life 
field supervisor for two years with head- 
quarters at Nashville, has been ap- 
pointed manager of the newly created 
ordinary agency at Knoxville. This is 
the first step in a more intensive devel- 
opment of Tennessee, Wm. R. Davis, 
III, administrative director of the ordi- 
nary department, said. 

Mr. Tyler was superintendent of the 
Normal and Industrial College at Mor- 
ristown in 1923 when he entered the 
general insurance business there. Three 
years later he entered life insurance with 
Equitable Society. In 1940 he joined 





An Insurance Authority 
Once Said: 


“Insurance Salesmen should never 
limit themselves to the sale of 
Life Insurance only and vice- 
versa.” 


POSTAL LIFE offers you the 
OPPORTUNITY to take care 
of your prospects and policy 
holder’s problems completely. 


L. H. G., one of our agents 
added over $2000 to his 1943 
INCOME on his ACCIDENT 
& HEALTH business. 


POSTAL LIFE offers LIFE, 
ACCIDENT, HEALTH and 
HOSPITALIZATION con- 
tracts. Don’t overlook the op- 
portunity to earn these addi- 
tional commissions and re- 
newals, 


Openings in MISSOURI, 
KANSAS, IOWA and NE. 
BRASKA, 


For information WRITE 
O. R. Jackson, Vice-President 


POSTAL LIFE & CASUALTY 
INSURANCE COMPANY 


“An Old Line Togas Reserve Life Insurance 
‘ompany” 


4727 Wyandotte St. Kansas City 2, Mo. 








Commonwealth Life as its middle and 
east Tennessee supervisor. He was made 
regional manager in 1941 and then field 
supervisor. 

Mr. Tyler served twice as president of 
the Life Underwriters Association of 
Johnson City, Tenn. He is a graduate 
of the agency management school of the 
Sales Research Bureau. 


Richard Hyde Joins 


Union Central 


Richard L. Hyde has been named 
Maryland general agent by Union Cen- 
tral Life with 
headquarters at 
3000 O’Sullivan 
building, Balti- 
more. Mr. Hyde 
entered life insur- 
ance in 1926 with 
Northwestern Mu- 
tual, and has been 
a consistent leader 
in personal produc- 
- tion in Baltimore 
since that time, 
qualifying for the 
Million Dollar 
Round Table this 
year. Mr. Hyde is 
president of the Baltimore Association 
of Life Underwriters. 

Mr. Hyde is a graduate of the Uni- 
versity of Virginia and has been active 
in Baltimore’s civic and social groups. 








R. L. Hyde 





Penn Mutual Life Names 
Kernodle in Salt Lake City 


Oliver P. Kernodle has been ap- 
pointed general agent by Penn Mutual 
Life at Salt Lake 
City. He was born 
in Missouri and at- 
tended Tulsa Uni- 


versity in Okla- 
homa. He spent 
some years in com- 
mercial engineer- 
ing and later in 
the automobile 
business in Okla- 


homa where he be- 
gan his life insur- 
ance career in 
1932. Later he 
managed his own 
agency in Chicago ‘ 
for Phoenix Mutual. For a time he was 
a traveling supervisor for that company, 
working in New York, Chicago, St. 
Louis and Oklahoma City. 

Mr. Kernodle was active in civic af- 
fairs in Oklahoma, especially in Ki- 
wanis, Community Chest and Chamber 
of Commerce. In Chicago he was a 
member of the life underwriters asso- 
ciation and general agents and man- 
agers association. 





0. P. Kernodle 





Feder Named to Supervise 
Two Departments 


Lloyd H. Feder of Cleveland, man- 
ager of the Ohio department of Reli- 
ance Life, has had his duties extended 
to includé supervision of the Illinois and 
midwestern departments at Chicago and 
St. Louis. Harold R. Hostetler has been 
made associate manager of the Ohio 
department in Cleveland. He is presi- 
dent of the Supervisors Club. 

Mr. Feder is a vice-president of the 
Ohio Association of Life Underwriters 
and past president of Cleveland associa- 
tion. He now assists in plugging the gap 
caused by John F. Johns, superintendent 
of agencies, being in the army for more 
than two years. The agency department 
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If it's convenience you're 
missin’—Then stop wishin'’— 
Enjoy the centrallocation of 























has been directed by Vice-president H. 
T. Burnett, who is in charge of agencies. 

Mr. John is a lieutenant colonel in 
charge of WAC recruiting throughout 
the country. Previously he was army 
procurement officer at Pittsburgh and 
Columbus. 

Mr. Hostetler has been assistant man- 
ager at Cleveland for two years and 
previously was with Mutual Life of N. 
x. 


Metcalfe with N. W. Mutual, Denver 


Elmer E. Metcalfe, who resigned some 
weeks ago as state manager of National 
Life of Vermont in Colorado, has gone 
with the Ralph L. Theisen general 
agency of Northwestern Mutual Life at 
Denver as special agent. 





Travelers Makes Several 
Changes in the Field 


H. N. Herrick has been appointed by 
Travelers as field assistant in the 
Washington, D. C., branch. A native 
of Gloucester, Mass., Mr. Herrick at- 
tended Boston University. From 1934 
to 1941, he was with Massachusetts 
Bonding as junior compensation under- 
writer then as payroll auditor. He also 
conducted a small casualty and fire 


fae a pinata . 


agency. He was employed in 1941 by 
Travelers as payroll auditor and after a 
month in Boston was transferred to 
Washington, D. C., where recently he 
was made field assistant. 

LeRoy W. Melms, field assistant of 
life and accident departments has been 
transferred from the Insurance Ex- 
change branch to the Uptown branch 
office in Chicago in charge of thé office. 


West Coast Life Has New 
Oakland, Texas Managers 


Merle E. Goss, Oakland, Cal., man- 
ager of West Coast Life for several 
years, has been appointed home office 
mortgage loan representative arid bro- 
kerage manager. J. J. Brans¢eétn, who 
has been Texas supervisor, has been 
transferred to Oakland to succéed Mr. 
Goss as manager. In his new capacity 
Mr. Goss will assist brokers in placing 
mortgage loans and in the production 
of life insurance through brokers. 

Mr. Branscom, who was brought into 
the West Coast Life organization by 
Mr. Goss, has long desired to return to 
the San Francisco Bay area, where he 
previously resided. He aided Otto 
Langpaap, inspector of agencies to re- 
organize the Texas territory. 

William A. Rose, manager at Fort 
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WATCH THESE 
““MEN OF ANICO” 


They move in “circles of certainty.”” They 
know they’ve got the plans for progress in 
their kit. You’ve got to admire the way they 
reflect the success of Anico. 


Thirty-nine years of progress does things 
for Anico’s sales representatives—these 


Gross Income for 1943 $ 34,467,306.92 a 
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Worth, has been transferred to man- 
ager at Abilene, Tex., succeeding J. W. 
Partin resigned, and will have super- 
vision over west Texas. Earl C. 
Brown, former manager in San An- 
tonio, who has been out of service for 
a short time, has returned to the com- 
pany and will be manager in Fort 
Worth. 


New Central Life General Agents 


Central Life of Iowa has appointed 
Howard Tayler general agent in St. 
Paul and Charles B. Harris, Jr., in Port- 
land, Ore.. Mr. Tayler previously was 
with Prudential. Mr. Harris has been in 
life insurance a number of years, al- 
though only 37 years old, and averaged 
$250,000 annually from 1934 to 1942. 


R. J. Barrett to Kansas City 


Occidental Life of California has ap- 
pointed Robert J. Barrett as Kansas 
City manager. He entered life insurance 
with National Life of Vermont, later 
being associated with Preferred Acci- 
dent and Union Indemnity until 1934 
when he became production supervisor 
for General American Life, the post he 
is now resigning. Mr. Barrett was gen- 
eral chairman of the St. Louis conven- 
tion of the National Association of Acci- 
dent & Health Underwriters and heads 
its new managers’ section. : 

Clarence B. Ledingham has been 
named Ogden, Utah, general agent by 
Occidental. For 14 years he has been 
with New York Life, the first 11 as a 
personal producer in New York City 
and the last three in Ogden. 

Miss Harmie Carnahan, Columbus, 
O., cashier of Occidental, has been ap- 
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pointed brokerage manager there. She 
started with Union Mutual Life of Iowa 
in 1927 and was cashier when it was re- 
insured by Occidental in 1936. 


Doyle Promoted by Security L. & A. 


M. J. Doyle has been named manager 
of the- home office agency of Security 
Life’ & Accident, succeeding Roy W. 
resigned. Mr. Doyle for- 
merly was a member of Doyle & Ra- 
ley, Colorado Springs, for many years 
general agents in Colorado for Missouri 
State Life. 

For six years he has been with Secur- 
ity L. & A. 


Mansfield Des Moines Assistant 


H. R. Mansfield has been appointed 
assistant manager of the Des Moines 
branch of New York Life, which covers 
about two-thirds of Iowa. He has been 
with the company since April 1 and has 
an outstanding production record. 











American Mutual Appointments 


American Mutual Life has appointed 
J. E. Orr general agent at Austin, Tex., 
and Lee O. Smith at Eugene, Ore. 

Mr. Orr for two years has represented 
National Life & Accident in Austin and 
before that was engaged in educational 
work in Texas. Mr. Smith before mov- 
ing to Eugene had been an agent of 
American Mutual at Salem, Ore., since 
1935. Before that he was with North- 
ern Life. 





Hageman District Manager 


Richard C. Hageman has been ap- 
pointed district manager of Equitable 
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AGENCY OPENINGS IN 


N. J., Ga., Ohio, 

Ind., Mich., IIl., 

Kan., Wis., N. D., 
Neb., Calif., and Mo. 


Use the Up-to-date Family 


Family group policies have a decided sales appeal and the 
North American Life agents are finding their line of these poli- 
cies effective in increasing sales. The complete protection 
offered by the family group policy makes it one of the most 
effective get-acquainted contracts our agents have to offer. 


NORTH AMERICAN LIFE 
INSURANCE COMPANY 


OF CHICAGO 
C. G. Ashbrook, Vice Pres.-Supt. of Agencies 
North American Building, Chicago 3, Illinois 


Appeal 





The North American | 
Life’s lapse and termi- 
nation record in 1943 
was the lowest in its 37 
year history. 
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Herzberg Retires; Cohen Is Successor 





Milton Herzberg, one of 
Equitable Society’s leading 
agency managers in New 
York, retired due to ill 


health Oct. 31. Under Equit- 
able’s retirement system Mr. 
Herzberg will receive disabil- 
ity benefits. He is succeeded 
by Myron Cohen, for six 
years associate manager of 
the agency who has demon- 
strated his ability in mana- 
gerial work. Starting as agent 
and later as unit manager 
with the Davis Agency, then 
associate manager jn the 
Herzberg agency, he has had 
both sales and organization 
experience. He has always been a big personal producer, qualifying repeatedly for 
the production clubs. 

The announcement was made by Second Vice-president Yoars at a luncheon, 
meeting of the agency. Vice-president Graham expressed the keen regret of the 
agency officers, and paid high tribute to Mr. Herzberg. He read a letter which 
had been sent to Mr. Herzberg by President Parkinson and Mr. Herzberg’s 
reply. Tributes also were paid to Mr. Herzberg by Second Vice-presidents Bush- 
nell and Borden, Unit Managers Michael A. Goldfarb and M. M. Shaffran, Louis 
Fenster and Harry Nathan. 

On behalf of the entire agency Lee Gertner presented to Mr. Herzberg an en- 
grossed, hand-illumined scroll. On behalf of the office force, Miss ‘Mullmen pre- 
sented hima handsome pen and pencil set, and another set was presented to Mr, 
Cohen by Harry Nathan from the Cohen unit. 

After adding his tributes to Mr. Herzberg, Second Vice-president Dalager pre-} 
sented Mr. Cohen as the new agency manager and reviewed his successful career | 


Milton Herzberg Myron Cohen 
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A Look at the Record 


For forty-four years, through wars, epidemics and depressions, the Home 
Life has continued its successful operations; 
Every liberal practice ‘consistent with safety of policyholders’ funds has 


Insurance protection at guaranteed low cost has 
Every eligible member of the family can secure a policy for every purse and 


purpose with premiums payable weekly, monthly, quarterly, semi-annually or 
annually to suit the policyholders’ convenience. 


THE HOME LIFE 


INSURANCE COMPANY OF AMERICA 
Executive Offices 
PHILADELPHIA, PA. 


Treasurer: Charles T. Chase 
SECURITY AND SERVICE SINCE 1899 


been provided to its policy- 


Secretary: Bernard L. Connor 











with Equitable. 


Society at Dayton succeeding Frank R. 
Shamel who has been promoted to as- 
sistant agency manager in Cincinnati. 
Mr. Hageman has made a fine record 
as a personal producer. 





Carthey Named Brokerage 
Supervisor in N. Y. 


Everett D. Carthey has been appointed 
brokerage supervisor in the Goulden, 





EVERETT D. CARTHEY 


Cook & Gudeon agency of Connecticut 
General Life in New York City. He 
is a graduate of University of Illinois, 
class of 1931. For several years he was 
associated with public utility, insurance 
and manufacturing concerns in Chicago. 


Since 1939 he has been district marager 
for the group department of Zurich in 
New York, in charge of group sales pro- 
motion and service in the east. 

In his association with Goulden, Cook 
& Gudeon he will work with brokers on 
all of Connecticut General’s lines of 
business, and particularly on the tech- 
nical phases of business and_ taxation 
insurance, pension trust and the pro- 
grammed estate plan. 


SALES MEETS. 


Pacific Mutual Winds Up 
Its Field Seminars 


W. M. Rothaermel, Pacific Mutual 
vice-president, and Carter H. Bryant, 
field director, have concluded the ninth 
and final in the series of advanced 
training schools which have been held 
at various points throughout the cout- 
try. More than 350 general agents, st- 
pervisors and field representatives. at 
tended seminars over a period of 1 
months, there being intensive study, dis- 
cussion and practical demonstration and 
operation of Pacific Mutual’s field pla. 
which embodies a closely coordinated 
program of induction, training, prospect: 
ing and selling procedure. 


New General Agents Confer 


Seven recently appointed genet 
agents of Occidental Life of Californ 
attended a conference at the home 0 
fice. They included H. J. Metcalit, 
Louisville; A. J. Douglass, Little Rock: 
G. W. Anderson, Aberdeen, S. D.; 
H. Toussaint, Fargo, N. D.; L. R. Hew 
ett, Akron, and R. J. Hebert, Corpw 
Christi, Tex. General Agent } 
Aronovitch of Winnipeg, whose agent! 
closed the billion dollar drive wil 














_your experience, qualifications, age, etc. 





WANTED: AN ASSISTANT DIRECTOR OF AGENCIES 


Some agency man who has demonstrated his ability in the recruiting and training 
of agents and in sales promotion will find a real opportunity and an attractive future 
as assistant director of agencies for a medium-sized Middle Western company. 


THIS MAY BE YOU 


If you consider yourself qualified we solicit your confidential reply with details of 


writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 


Our own agency organization is informed of this advertisement. 


Write Box A-12, c/o The National Under- 
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925% of its assigned quota, also at- 
tended. 

The group attended study sessions on 
recruiting, training, supervising and new 
sales material offered by the company. 





Farm Bureau Life Parley 


The annual meeting of the agents of 
Hoosier Farm Bureau Life will be held 
at Indianapolis Nov. 14. About 200 
agents are expected to attend. 

At the business sessions there will be 
talks by outstanding agents from the 
nine sections of the state of Indiana. 

Alden Palmer of R. & R. Service, In- 
dianapolis, will be the speaker at the 








NEW YORK 


PLAN WAR LOAN DRIVE 





A. planning conference of key mem- 
bers of various life insurance organiza- 
tions in New York City that will par- 
ticipate in the 6th War Loan was held 
by Gale F. Johnston, third vice-presi- 
dent of Metropolitan Life, who will 
again serve as chairman of the life in- 
surance division of the drive. Among 
the others on hand were George Men- 
des, Guardian Life; Walter F. Shaw 
and M. Gelles, Mutual Life; Raymond 
Johnson and Hamilton Cooke, Jr., New 
York Life; T. E. Lovejoy, Jr., Man- 
hattan Life; Louis H. Schmidt, Pruden- 
tial; Clifford McMillan, Northwestern 
Mutual Life; Julius Eisendrath, Life 


Managers Association; T. A. Whitaker | 


and T. P. Ryan, Metropolitan. 





WOFFORD’S 2TH YEAR 


Manager H. L. Wofford of Prudential 
in New York City celebrated the com- 
pletion of 25 years in the life insurance 
business at a luncheon attended by a 
number of his friends from the home 
office and the field. Also present were 
Mr. Wofford’s mother, Mrs. George T. 
Wofford of Johnson City, Tenn.; his 
wife, and her mother, Mrs. I. B. Gard- 
ner. Mr. Wofford entered life insur- 
ance with the E. W. Allen agency of 
New England Mutual in New York 
City. A few years later he went with 
Prudential as manager in Johnson City, 
Tenn., returning to New York in 1931. 





DINNER FOR PRESIDENTS 


The annual dinner of the Life Man- 
agers Association of New York City for 
the life company presidents will be held 
Nov. 29 at the Waldorf-Astoria. C. 
Scott Fletcher, executive director of the 
Committee for Economic Development 
will be the principal speaker. In addi- 
tion there will be music, singing, cock- 


tails and a humorous talk by Tex 
O’Rourke, well known after-dinner 
speaker, = 


AGENCY NEWS 


Three 40-Year Veteran 
Okla. Managers Honored 


Dick Oliver, St. Louis, assistant vice- 
President of ‘New York Life; E. 

ewley, supervisor of agencies "for Ok- 
lahoma, and W. G. Stagg, agency direc- 
tor, were in Tulsa to celebrate the 45th 








anniversary of A. L. Farmer, and the 
43rd of his partner, A. E. Duran, with 
the company. The firm of Farmer & 
Duran, founded by these two men 40 
years ago, has built up one of the out- 
standing agencies of New York Life. 

The following day the same group as- 
sisted in celebrating the 40th anniver- 
sary with the company of T. T. Gaddy 
in Muskogee. The combined efforts of 
these three men have placed approxi- 
mately $75,000,000 of life insurance on 
the books of the company since they 
have been in business. Each was pre- 
sented a letter of highest commendation 
from the home office, together with trib- 
utes from department officials and their 
friends. 


Roy Gundersdorff Honored 


More than 75 attended the induction 
dinner in Newark for Roy Gundersdorff 
as general agent for northern New Jer- 
sey of Equitable Life of Iowa. Earl E. 
Smith, agency assistant vice-president, 
presided. Mr. Gundersdorff will have 
12 counties under his supervision. 


Nenner in Portland, Ore. 


William J. Nenner, superintendent of 
agencies of Penn Mutual Life, in ad- 
dressing the Horace H. Pearson agency 
in Portland, Ore., now managed by Kel- 
sey Slocom, said that newspaper adver- 
tising has definitely been the best of all 
mediums for obtaining new business 
recruits in these days of manpower 
shortages. 


MANAGERS 


Results from Mail 
Leads Analyzed 
by S. M. Gamble 


DETROIT—Advertising is a very 
necessary part of any merchandising 
program, and Massachusetts Mutual’s 
experience proves conclusively that 
well-conceived and well-executed ad- 
vertising is an excellent sales tool, S. M. 
Gamble, agency department Massachu- 
setts Mutual, told the Associated Life 
General Agents & Managers of Detroit, 
talking on “The General Agents’ Silent 
Partner.” He was introduced by G..E. 
Lackey, Massachusetts Mutual general 
agent here. 

Direct-mail is just as useful for the 
average producer as it is for the “mil- 
lionaire,’ Mr. Gamble pointed out. The 
average producer must cultivate new 
prospects and recultivate old ones; he 
needs to multiply his sales personality 
and direct-mail is the best way to do 
this. Use of direct-mail gives the agent 
a track to run on, a schedule to run by 
and a destination to arrive at. 

“As for the big producer, can any 
salesman become so big that he can af- 
ford to let a majority of his prospects 
forget him? He should use advertising 
if only to keep his name before his pros- 
pects from time to time,” Mr. Gamble 
said. “Many of the larger producers 
of his company are among the largest 
users of direct-mail. Direct-mail is also 
useful to enable the agency to keep 
track of orphan policyholders, to keep 
them alive until they can be assigned 























P. O. Box 368 


WE WANT A MANAGER FOR 
OUR DETROIT AGENCY— 


A man with a good record, good references, and energy to build a 
profitable agency where a complete office and large clientele of 
policyholders await him. Write today, giving full details on past 
experience and qualifications, to — 


AMERICAN UNITED LIFE INSURANCE COMPANY 


Indianapolis 6, Indiana 








to men who are already not doing a 
full day’s work every day. It will like- 
wise help returning service men to get 
back into the swing of the business.” 


Average $6.72 Per Prospect 


From 1933 to 1944, Massachusetts 
Mutual found that one sale was made 
to every 11 prospects cultivated by di- 
rect-mail, with an average of $6.72 first- 
year commission per prospect. The 
commission per thousand sold was 
$12.37 on this business and $96.50 in 
first-year commission resulted from 
every single dollar spent by agents for 
direct-mail. He explained that the com- 
pany charges the agents only for post- 
age on these mailings. During this pe- 
riod agents sold $168,000,000 of busi- 
ness with the aid of direct-mail. 

Advertising alone did not sell this 
business but the agents did with the 
help of the advertising, Mr. Gamble em- 
phasized. Most of Massachusetts Mu- 
tual’s direct-mail is either preapproach 
or followup material, rather than sales 
copy. For many years the letters did 
not call for a reply, but last year a 
plan was devised that angled for re- 
plies and it was found that 59 replies 
were received for every 100 letters sent, 
an exceptional return. 

The biggest job the advertising de- 
partment has is to merchandise the di- 


rect-mail service to the agents them- 
selves. The salesman gets the most 
benefit out of it yet at the same time 
he requires the most motivating to 
make use of it. The real job of man- 
agement, then, is to see that the agents 
make use of the sales helps given them 
by the company. 

Lieut. Jack Morris, in charge of 
WAVE recruiting in Detroit and for- 
mer advertising manager of Business 
Men’s Assurance, Kansas City, was.a 
guest. 





Toledo Cashiers Hear Lucy 


Walter S. Lucy, cashier of Equitable 
Society in Toledo, addressed the Toledo 
Life Agency Cashiers Association on 
“The Responsibility of the Cashier to 
the General Agent, Manager and Com- 
pany.” 





Los Angeles Report Reviewed 


W. C. Abbey, Connecticut General 
Life, reviewed the report of the business 
practice committee of the Life Insur- 
ance Managers Association of Los An- 
geles on “Post-War Agency Manage- 
ment” before the San Antonio Life Man- 
agers & General Agents Association. 
This report, which suggests the modern- 
ization of the agency system that there 
may be a more effective distribution of 
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months of 1944 with respect to increase of busi- 
ness on the books is evidence that the com- 
pany's quality business program is achieving 
real results. The five-year record for the first 
nine months of each year follows: 


Commonwealth men in the field are proving 
themselves to be careermen by the balance they 
are achieving in the production of new business 
and the conservation of old business. Under the 
agency contracts of both our Industrial and 
Ordinary departments the men in the field are 
appropriately compensated for discharging 
their responsibilities as professional careermen. 


Vere Quality Dron are building Quality Wlume 
(MONWEALTH 


INSURANCE CO. 


MORTON BOYD, President 


An efficient Agency Force measures its progress 
in terms of gain of insurance in force. The rec- 
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life insurance, stresses the need for care 
in selection of new men, the need of 
avoidance of errors of the past, the re- 
training of men who return from the 
armed forces to life insurance selling, 
adequate training for new men and efh- 
cient supervision of both new and old 
men in the business. 

It calls for courage on the part of 
the managers to prevent any stalling 
by companies with regard to moderni- 
zation with regard to selection, training, 
supervision, and the assurance of earn- 
ings for the new man so that his finan- 
cial problems may not prevent him from 
“succeeding. Selection, it was pointed out, 
is basic and without intelligent selection 
all other factors are useless. 





Plan Joint Meetings in Newark 


The Life Supervisors Association of 
Northern New Jersey will hereafter hold 
joint meetings in Newark with the Gen- 
eral Agents’ & Managers’ Association of 
Northern New Jersey. due to the fact 
that many of the supervisors have been 
called into service, leaving but a hand- 
ful of members of the association. 





Hold Joint Milwaukee Dinner 


The Life Agency Cashiers of Chicago 
will be guests of the Milwaukee Life 
Agency Cashiers at a dinner meeting in 
Milwaukee Nov. 14. J. A. Shevlin is 
president of the Chicago group. 





Fischer to Speak in Chicago 

C. O. Fischer, vice-president of Mas- 
sachusetts Mutual Life, will address a 
joint luncheon meeting of the Life 
Agency Supervisor’s Club and Life 
Agency Managers of Chicago Nov. 10. 


N. A. L. U. Report in Richmond 


At the October meeting of the Life 
Agency Managers, Inc., of Richmond, 
Horace F. Sharp, Atlantic Life, gave 
highlights of the recent N.A.L.U. con- 
vention. Eldon D. Wilson, Mutual 





Life, discussed legislative and educa- 
tional phases of the business. 

It was voted to send Christmas gifts 
to patients at McGuire General Hos- 
pital, where many wounded soldiers are 
being treated. 

Dr. Hugh W. Crawford, medical di- 
rector Columbian National Life, spoke 
to Boston Cashiers Association on “Un- 
derwriting Aids for Cashiers.” 

A pheasant dinner is planned for the 
annual meeting of the St. Paul Manag- 
ers & General Agents Association, Nov. 
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Committees of N.F.C. Are 
Appointed by Newberry 


Standing and special committees of 
the National Fraternal Congress have 
been appointed by President Farrar 
Newberry. 

Chairmen of the standing committees 
are: State of orders and statistics, Mrs. 
Clara B. Cassidy, secretary Woodmen 
Circle, Omaha; law, George G. Perrin, 
general counsel Modern Woodmen, 
Rock Island, IIl.; ethics, V. S. Platek, 
National Slovak Society, Pittsburgh; 
junior membership, Miss Frances D. 
Partridge, secretary Woman’s Benefit, 
Port Huron, Mich. 

The special committees chairmen are: 
Public relations, Norton J. Williams, 
president Equitable Reserve, Neenah, 
Wis.; lodge activities, T. R. Heaney, 
high chief ranger Cathclic Order of For- 
esters, Chicago; general welfare, T. W. 
Midkiff, president W. O. W., Denver; 
revision of blanks, George S. Ling, 
Royal Neighbors, Rock Island; field 
work, N. K. Neprud, Lutheran Brother- 
hood, Minneapolis; security valuations, 
Joseph E. Reault, Maccabees; member- 
ship, S. H. Hadley, president Protected 








The Right Kind of 


Exercise Builds Champions 


As a champion employs the right kind of exercise to build and 
maintain his health and strength, so the Woodmen of the World 
has achieved leadership through the exercise of wholesome, in- 
vigorating fraternalism and efficient administration. This has built 
the Woodmen Society to be a champion in financial strength with 
more than $380,000,000 of insurance in force. 


WOODMEN OF THE WORLD 


Life Insurance Society 
OMAHA, NEBRASKA 

















bills. 





THE PRAETORIANS 


Adult and Juvenile Policies on the Easy Monthly Pay- 
ment Plan, giving one the opportunity to budget his 
Life Insurance protection along with his other monthly 





LEGAL RESERVE FRATERNAL INSTITUTION 
Organized in 1898 
Forty-Five Years of Insurance and Fraternal Service 


Home Office—Praetorian Building—Dallas, Texas 








Home Circle, Sharon, Pa.; Fraternal 
Week, Horace L. Rosenblum, editor 
W. O. W., Omaha. 





Royal Neighbors Campaign 
Honors 50th Anniversary 


Royal Neighbors, Rock Island, IIIlL, 
is conducting an anniversary member- 
ship campaign commemorating operation 
of the society as a fraternal benefit or- 
ganization for 50 years. March 21, 1945, 
is the actual date of the golden anniver- 
sary. The anniversary campaign started 
Sept. 1 and will continue through June 
30, 1945. 

September insurance issued amounted 
to $2,098,900, an increase of $423,900 over 
September, 1943. 

The campaign features anniversary 
classes and observances, with three prize 
offers. The main prize is eight cash 
awards to adult camps for obtaining new 
adult members, the maximum award be- 
ing $50 for securing 50 or more. Cash 
prizes also will be awarded to adult 
members for new adult members and to 
adult and juvenile members for new 
juvenile members. 

Royal Neighbors started as a 
social society in 1888, was incorporated 
as such in 1890 and five years later was 
chartered in Illinois to issue life insur- 
ance to members. 

Hundreds of Royal Neighbor camps 
are participating in the campaign and 
many plan to adopt 50th anniversary 
classes on or near the anniversary date. 
Others are arranging special programs 
and events and in all cases 50-year 
members and other pioneers are to be 
specially honored. 





Program for Indianapolis 
Gathering Completed 


_A_ comprehensive program has been 
lined up for the annual meeting of the 
Indiana Fraternal Congress Nov. 16-17 
in the Lincoln hotel, Indianapolis. Ger- 
trude R. Hoople, Royal Neighbors, East 
Chicago, Ind., is president and will pre- 
side. It is likely J. B. Craig, Teachers 
Protective, Indianapolis, will be ad- 
vanced from vice-president to president. 

Among the speakers are: Mrs. Grace 
W. McCurdy, head of Royal Neighbors; 
H. H. Hackett, president; Gleaner Life; 
J.B. Baker, head of Maccabees; W. E. 
Rider, president Ben Hur Life; S. C. 
Holsten, assistant field director of W. 
O. W., Omaha; W. C. Theilman, Retail 
Credit; P. J. Walsh, Hooper-Holmes 
Bureau; Alden C. Palmer, R. & R., In- 
dianapolis. 





Read and Newberry to Speak 


Commissioner Read of Oklahoma and 
Farrar Newberry, president National 
Fraternal Congress, are scheduled to 
address the annual meeting of the Okla- 
homa Fraternal Congress Nov. 8 in the 
Biltmore hotel, Oklahoma City. Judge 
T. L. McCullough, president of Prae- 
torians, Dallas, and Margaret G. Mea- 


dows, Fort Worth, Tex., a director of 


Woodmen Circle, are on the program. 
Laura V. Puckett, Denison, Tex., state 
manager of Woman’s Benefit in Texas 
and Oklahoma, is president; L. V. 
Clarke, W. O. W., Oklahoma City, is 
vice-president, and R. L. Forgan, Okla- 
homa City, state manager of Maccabees, 
is secretary-treasurer. A pageant and 
entertainment will be held in the eve- 
ning. 


Exhibit 54 Years Mementos 


Mementos of the 54 years of the 
Woodmen of the World Life of Omaha 
have been placed on display in the 
home office. The display was gathered 
under supervision of Charles Burmester, 
historian and curator of the museum. 
The museum, which exhibits photo- 
graphs of founders and souvenirs of 
special events in the society, is open on 
week days. 





B. C. Schulz, Saginaw, Mich., national 
director of Aid Association for Lutherans, 
who has been in service overseas since 
November, now is in Belgium. 


ASSOCIATIONS 





Coolidge Stresses 


Prospecting. 
By E. H. FREDRIKSON 


PHILADELPHIA — Four pre-requi- | 


sites to prospecting were outlined by 


Robert B. Coolidge, second vice-presi- | 


dent Aetna Life. Too frequently the 
agent lags in prospecting and gets be- 
hind in selling, he pointed out. Too 
often prospects are “saved” and calls 
are held back because there are too few 
prospects. He spoke at.a meeting of 
the Philadelphia Association of Life 
Underwriters. 

Prospect lists should be gone over 
carefully to eliminate “cool” names, 
Agents like to sell but not prospect but 
the combination is. essential. 

A check on 24 men in one office 
showed they had 7,795 prospects for the 
year or an average of 324 per man 
which averaged about one call per busi- 
ness day. The best men averaged 210 
prospects for the year. Prospecting is 
not difficult, but remains a major prob- 
lem. The difficulty lies with the indi- 
vidual agent and not with the methods 
of prospecting. 

Dr. S. S. Huebner, president Ameri- 
can College, presented C. L. U. certifi- 
cates to Sydney E. Coleman, Mrs. Mar- 
ion J. DuPaul and David W. Martin of 
Penn Mutual and to Richard W. Graf- 
ton, New York Life. 

A meeting of the N. A. L. U.’s war 
bond flying squadron was held in con- 
junction with the meeting. 

A. C. F. Finkbiner, Philadelphia gen- 
eral agent Northwestern Mutual Life, 
past president of the state association, 
was presented a gavel by R. M. Steven- 
son, Berkshire Life, Pittsburgh, state 
president, in appreciation of his leader- 
ship. 





Stresses Advantages of 
Insurance as Investment 


SAN FRANCISCO—Life insurance 
is not only the best form of investment 
for individuals and firms at the present 
time but it will be even more so in the 
immediate post-war era, R. Edwin 
Wood, associate manager Phoenix Mu- 
tual Life in San Francisco, declared be- 
fore the San Francisco Association of 
Life Underwriters. In September and 
October Mr. Wood led his agency in 
premium volume and is reported to have 
paid for a million during this period. 

The principal advantage of life in- 
surance as an investment is its adapta- 
bility, its guaranteed returns and values 
and soundness resulting from its diver- 
sification of funds compared to the in- 
vestment possible by individuals and the 
average firm, Mr. Wood stated. He illus- 
trates the stability of life insurance when 
talking to prospects by comparing it 
with the daily fluctuations in the stoc 
market, quoting certain stocks and their 
performance on that day. 

James M. Hamill, Equitable Society, 
discussed the “$60 at 60” pension 
scheme. Apathy on the part of the more 
stable citizens has created a condition 
that calls for an all out effort to defeat 
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‘the measure on Nov. 7 because of the 


6th war 
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eee RED: 


strong favorable polls reported. 

H. Kenneth Cassidy, general agent 
Pacific Mutual outlined plans for the 
loan drive opening Nov. 20. 
| F. J. Van Stralen, general agent Mas- 
» sachusetts Mutual, will again be in 
‘charge of San Francisco association’s 
j bond drive. 


'K.C. Association Holds 
' First Clinic for Teachers 


KANSAS CITY—The first clinic for 


' teachers of Kansas City public schools 


on instruction in life insurance prin- 
ciples, sponsored by the Kansas City 
Life Underwriters Association, was 
held at Junior College with 50 teach- 
ers in social science courses in attend- 
ance. Paul Speicher, R. & R. Service, 
spoke on “Logic of Life Insurance.” 

A few days later Gerald J. Smith, 
Phoenix Mutual, chairman of the edu- 
cational committee, received a_ letter 
from one of the teachers ‘stating this 
was the first step any business had 
taken to bring about a closer relation- 
ship and cooperation between the busi- 
ness world and the schools. 

The next session will be held Nov. 
20 when Hampton H. Irwin, educa- 
tional director of Massachusetts Mu- 
tual, will speak. 

At the association’s monthly luncheon 
meeting, with 210 in attendance, Presi- 
dent George L. Maltby, Equitable of 
Iowa, introduced these Kansas _ City 
members of the Women’s Quarter Mil- 
lion Dollar Round Table Club, who 


were seated at the speakers table: Mrs. 
L. Kenagy, New York Life; Miss 
Norma Wasson, Phoenix Mutual; Mrs. 
Bereniece Eichenbaum, Guardian Life, 


and Mrs. Mildred B. Miller, Penn Mu- 
tual Life. 

_ Mr. Speicher also spoke at that meet- 
ing. 


Peoria, Ill., Sales Congress 
Speakers Are Announced 


PEORIA, ILL.—Norman E. Ander- 
son, Mutual Benefit, general chairman, 
will open the annual sales congress of 
the Life Underwriters Association of 
Peoria, Nov. 18. William H. Andrews, 
Jr, N.A.L.U. president will speak on 
“Today and Tomorrow”; Isaac S. Ki- 
brick, New York Life, Brockton, Mass., 
“Why Men Buy,” and Carlton W. Cox, 
Metropolitan Life, Paterson, N. J., new 
N.A.L.U. trustee, “The Opportunities in 
Combination Companies.” Several com- 
pany luncheons are being arranged. 

In the afternoon Howard F. Hart- 
tungt, president Peoria association will 
Preside. Gene Flack, trade relations 
counsel Loose-Wiles Biscuit Co., will 








LEGAL reserve fraternal 

life insurance society for 
all Lutherans on 3% American 
Experience reserve basis. 
Twenty-five years old—$105,000,- 
000 in force. Mortality experi- 
ence 1943—24.64%. Rate of 
assets to liabilities—111%. 


* 


Our new agents’ contract, with 
retirement program, has been 
enthusiastically received by our 
agency force. 


* 


Address your letter of inquiry 

to: 

THE SUPERINTENDENT OF 
AGENCIES 


LUTHERAN BROTHERHOOD 


LEGALSRESERVE LIFE INSURANCE FOR LUTHERANS 


Herman L. Ekern, President 
8 Second Avenue So., Minneapolis 2, Minnesota 





speak on “Sunny Side Up” and Hamp- 
ton H. Irwin, educational director of 
Massachusetts Mutual on “Production 
Clinic.” 


Smith Now Chicago Treasurer 


J. D. Moynahan, president Chicago 
Association of Life Underwriters, has 
appointed Clarence E. Smith, special 
agent Northwestern Mutual, as treas- 
urer to succeed Raymond W. Frank, 
who recently became general agent for 
State Mutual. This action was taken to 
conform to provisions in the by-laws. 
Mr. Smith’s appointment as treasurer 
left a vacancy on the board which will 
be filled by H. P. McLaughlin, Massa- 
chusetts Mutual. 


Day Has Full Schedule 


Newell C. Day, Davenport, Ia., gen- 
eral agent of Equitable Life of Iowa, 
will speak at a luncheon meeting in 
Fort Wayne, Ind., Nov. 15. He was 
connected with the company there in 
1925. Nov. 16 he will address a lunch- 
eon gathering of the Newark Life Un- 
derwriters Association, his topic being 
“Color in Selling,’ and in the after- 
association in Hotel Pennsylvania. Mr. 
Day then will go to Waterloo, Ont., to 
address the association there Nov. 20 
at a luncheon meeting. That night he 
will address a banquet of the Kitch- 
ener, Ont., Ad Club. 


Boston Engages W. T. Frary 


The Boston Life Underwriters Asso- 
ciation has decided to engage William 
T. Frary, prominent Boston public re- 
lations counsel. For many years he has 
handled similar assignments for trade 
associations and other well-known or- 
ganizations throughout New England. 
The Boston association is the oldest in 
the United States, founded in 1883 and 
incorporated in 1914. 


Gilbreath at Jackson, Memphis 


John E. Gilbreath, Reliance Life, 
Chattanooga, president Tennessee Asso- 


ciation of Life Underwriters, addressed’ 


the Jackson association Friday night 
and met with the Memphis association 
Saturday night. 

Manhattan, Kan.—The October meet- 
ing was held at the cabin of S. A. Bard- 
well, president of Manhattan Mutual 
Life, on the Rocky Ford dam. 


Detroit—The women’s division held a 
sales seminar and tea, at which Miss 
Stella Kay, Mutual Life, 21 years in the 
business, talked on “Why I Am in the 
Insurance Business”; Mrs. Ethel Klein, 
John Hancock Mutual, on “Writing Ordi- 
nary on a Debit”; Mrs. Sally Brooks, Mu- 
tual Life, on ‘Prospecting’; Miss Alma 
Van Pelt, new agent of Dominion Life, 
on “Why I Entered the Life Insurance 
Business.” 

Lincoln, Neb.—Harry Reed, former sec- 
retary of the Nebraska association and 
now contact representative of the Vet- 
erans Administration in Nebraska, spoke 
on “National Service Life Insurance.” 

Explaining various changes recently 
been made in the act, he gave advice rel- 
ative to conversion privileges available 
to service men. He also called attention 
to possible future changes to broaden the 
program’s scope in benefiting the re- 
turned veteran. 

On suggestion of Ben Gadd, Guarantee 
Mutual Life, the Lincoln association 
offered its assistance to the Omaha or- 
ganization in handling the N.A.L.U. mid- 
year meeting there. 

Nashville—“If you can’t sell life in- 
surance now, you need not expect to sell 
it when the peace bells ring,” Briant 
Sando, sales manager of the “Insurance 
Field,” Louisville, declared. ‘Today will 
be yesterday tomorrow, so let’s get ready 
today for tomorrow,” he said. 

The November speaker will be E. W. 
Owen, retired manager in Detroit of Sun 
Life of Canada, who will also address the 
Chattanooga and Knoxville associations. 


Memphis—Foster A. Vineyard, Aetna 








JUNIOR UNDERWRITER WANTED 


Excellent opportunity in Home Office at Los Angeles for 
experienced life insurance underwriter, capable of taking 
full charge. Good starting salary, advancement and future 
assured. Inquiries held in strictest a Laney be 
prepared to start no later than January re- 
slies to Box A-22, National Underwriter Company, 175 
West Jackson Bivd., Chicago 4, Illinois. 








Life, Little Rock, spoke on “Cradle to 
the Grave Social Security.” I. M. Mc- 
Fadden, president, presented certificates 
of membership in the Women’s Quarter 
Million Dollar Round Table to Mrs. 
Lucille Devore and Mrs. Sara Kabakoff. 


Pottstown, 
present, W. H. Andrews, N.A.L.U. presi- 
dent, stressed the important wartime 
role of 4ife insurance. Mr. Andrews was 
introduced by Paul S. Miller, executive 
secretary Pennsylvania association. Also 
attending were W. H. Andrews II, son 
of the N.A.L.U. president, a student at 
Hill School, Pottstown, and Charles T. 
Davies, Wyomissing, Pa., owner of more 
than $1,000,000 of paid-up life insurance. 








Elgin, Berkshire 
Life, president Chicago Life Managers 
Association, addressed a_ luncheon 
meeting. 

Fort Wayne, Ind.—Harry R. Schultz, 
president of the Chicago C.L.U. chapter, 
was the principal speaker. A diploma 


was presented to C. E. Harrison, who 
recently was awarded the C.L.U. designa- 
tion. 


Cinecinnati—A series of three seminars 
is being planned at which practical sell- 
ing material will be presented by leading 
Cincinnati agents. Sis Hoffman, Union 
Central, Million Dollar Round Table 
member, will talk on Nov. 3 on “Women 
as a Market,” followed by an actual sales 
demonstration by C. W. Kaufmann, John 
Hancock, who has specialized in selling 
women for several years. Instead of re- 
serving an entire luncheon a plan of re- 
serving pie and coffee only is being tried. 

Birmingham, Ala. Clifford H. Orr, 
Philadelphia, spoke on motivation, stat- 
ing that a positive mental attitude and 
enthusiasm are important ingredients. 
Plans were also made for participation 
in the sixth war loan drive. Capt. Alan 
W. Spearman, Mutual Life, who has just 
returned from two years service in the 
army, has been named chairman. 

Charles B. Woods, Shenandoah Life, 
was elected a trustee to succeed Alan 
Drennen, resigned. 


Mankato, Minn.— Philip B. Hobbs, 
Equitable Society, Chicago, N.A.L.U. sec- 
retary, will address a group of southern 
Minnesota agents Nov. 9. Fire and cas- 
ualty agents in the area are being in- 
vited along with life men, as it is recog- 
nized there are some problems that affect 
all branches of the business. 

Sioux City, Ia.—W. H. Andrews, Jr., 
president of the National association, 
will address agents from nothwest Iowa, 
northeastern Nebraska and points in 
South Dakota at a meeting here under 
the auspices of the local association 
Nov. 8. 

Hutchinson, Kan.—Will Zurbrucken of 
the Kansas highway patrol, former 
Dodge City agent, spoke on “Our Status 
Quo.” 

Camden, N. Ji—Plans have been formu- 
lated for organization of a new associa- 
tion here which will take in all of Cam- 
den county. Officers and directors of the 
New Jersey association are working on 
the plan. Camden had an association 
some years ago but there was a gradual 











Pa.—With more than 100° 


Life ——— 


Nov. 2-4, 
derwriters, 
Hotel. 

Nov. 1-5, New York State Association 
of Life Underwriters. Troy, Hendrik 
Hudson Hotel. 

Nov. 14-16, Actuarial Club of the Pacific, 
San Francisco, Metropolitan Life building. 

Nov. 30, Institute of Life Insurance, 
New York City, Waldorf-Astoria Hotel. 





Institute of Home Office Un- 
Chicago, Edgewater Beach 


drift of PULNAB HS to , Philadelphia, just 
across the river. 

Gary, Ind.—The women’s market was 
emphasized by John Clish, a Chicago 
manager of John Hancock, in speaking 
on “Sales Suggestions.” 








POLICIES 


Lincoln National's 
Aviation Changes 


Lincoln National Life, which in the 
past has accepted aviation pilots for avi- 
ation coverage only when above maxi- 
mum draft age, in future will consider 
them for coverage without aviation re- 
strictions if not in the armed forces, ac- 
tive or reserve. An aviation question- 
naire is to be submitted with application 
in such cases 

Extra premium for aviation coverage 
for scheduled airline pilots and crew 
members who fly only inside the United 
States and Canada has been set at $10 
per thousand per year. Scheduled air- 
line pilots and crew members based in 
the United States and Canada who fly 
to West Indies, Central or South Amer- 
ica, Alaska or Hawaii only, will be con- 
sidered at $15 extra per thousand per 
year. Non-scheduled compiiercial pi- 
lots holding transport or commercial 1i- 
censes, including instructors and those 
doing business flying, also will be 
charged $15 extra per thousand per year; 
test, stunt or crop-dusting pilots $35 ex- 
tra per thousand per year. 








Attitude as to Private Pilots 


Pilots with private licenses or certifi- 
cates will be graded according to their 
experience and annual flying time and 
charged extra premiums graded down 
from $20 to $10 per thousand per year. 
Student pilots will be considered at $25 
extra per thousand per year, with total 
first year extra premium payable with 
first premium payment. Civil Air Pa- 
trol and ferry command pilots flying in- 
side the United States and Canada will 





Sales Aids 


best." 


FIDELITY LIFE 


FULTON, 


LIFE ACCIDENT 





Please Pardon Our Pride 


It is with pardonable pride that we mention having won a 
Certificate of Excellence in each of three classifications: — 


Policyholder Relations 
Insurance Journal Advertising 


in the competitive exhibit featured at the 1944 annual 
meeting of the Life Insurance Advertisers Association held 
at the Hotel Pennsylvania in New York City, New York. 
Our sales representatives profit daily by working with "the 
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Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 


662 Market Street 437 S. Hill Street 
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! DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountents 
85 Years ef Service 
168 North La Salle S 
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WALTER C. GREEN 
Consulting Actuary 
211 Wacker Drive 
Chicago 
Franklin 2633 











HARRY S. TRESSEL 
Certified Public Accountant and 


Actuary 
10 S. La ; Salle St., Chicago 3, Ill. 
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Haight, Davis & Haight, Inc. 
Consulting Actuaries 
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HARRY C. MARVIN 
Consulting Actuary 
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CARROLL E. NELSON 
Consulting Actuary 


615 Olive Street, Saint Louis 
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be considered in accordance with the 
foregoing classifications. 

When full coverage for aviation is 
granted at an extra premium, the section 
of the policy dealing with aviation re- 
strictions will be deleted. However, the 
limitations effective during military and 
naval service or on account of war will 
remain unchanged. F 

The extra premiums are based upon 
current regulations with respect to en- 
trance into the aviation branch of mili- 
tary or naval service. Young pilots with 
future possibilities of military service 
will not be granted full coverage. 


Connecticut Mutual 
Dividend Scale 


Connecticut Mutual has announced its 
dividend scale for 1945. Although the 
interest trend has been distinctly down- 
ward, unusual mortality earnings have 
been enjoyed for several years, including 
1944 to date, in spite of war casualties. 
The larger increases in dividend, where 
they occur, recognize savings from this 
source. In anticipation of war losses, 
the company entered in its statement 
for 1943 a voluntary reserve of $1,500,- 
000. 

As the mortality factor affects in 
lesser degree the high premium invest- 
ment type of policies, particularly at 
older ages, the increases in this group 
are small. At the younger ages, on 
lower premium policies, increases are 
larger, in some instances  consider- 
ably so. 

The anticipated rate of interest to be 
allowed in 1945 on proceeds of policies 
left with the company is 3.25% instead 
of 3.40% as last year; and that on divi- 
dends left on deposit with the company, 
3% instead of 3.25% as last year. 

Illustrative dividends per thousand on 
the new scale are: 

Dividends End of Year—————_, 








Age at 
Issue 1 5 10 15 20 
Ordinary Life ss 
|) ere $4.64 $4.77 $4.94 $5.05 $5.17 
| Serna ar: 4.81 4.96 5.09 5.20 5.35 
| ers 5.01 5.11 5.24 5.40 5.60 
wires kama 5.18 5.30 5.48 5.69 5.92 
| Aer 5.29 5.46 5.69 5.94 6.24 
DAA ihe sia 5.35 5.56 5.84 6.17 6.55 
40 - 5.03 5.30 5.67 6.09 6.56 
ee: 4.70 9.04 5.53 6.07 6.67 
E 4.67 5.13 5.75 6.46 7.29 
4.90 5.49 6.34 7.32 8.33 
. 5.40 6.25 7.44 8.67 9.79 
6.48 7.69 9.21 10.62 11.81 
20 Payment Life 
| ewes $4.54 $4.82 $5.17 $5.50 $5.88 
| eer 4.66 4.95 5.26 5.62 6.05 
__ BS 4.79 5.03 5.36 5.78 6.28 
“2 eae 4.84 5.12 5.51 5.99 6.54 
1 gees 4.86 5.17 5.63 6.16 6.79 
| re 4.72 5.08 5.59 6.21 6.93 
Ms ssid sates 4.07 4.48 5.08 5.79 6.61 
Dis Ls Farwhayas or 3.48 3.97 4.67 5.47 6.44 
RN nt 06,~6e. 6 ae 5.15 3.74 4.55 5.50 6.62 
5 eR aye 3.07 3.76 4.75 5.91 Toad 
20 Year Endowment 
ID ivc0 rr aer $4.56 $5.16 $5.99 $6.86 $7.89 
| a 4.56 5.16 5.94 6.83 7.90 
BOs 645.56 08 4.57 5.11 5.89 6.82 7.91 
A ee 4.50 5.04 5.83 6.79 7.93 
er 4.42 4.98 5.81 6.78 7.96 
Borat & hal os 4.34 4.93 5.77 6.78 8.01 
Mth atesiek 4.30 4.89 5.77 6.80 8.08 
Pe 4.25 4.89 5.81 6.90 8.23 
60 slept ere 4.29 4.99 5.95 7.12 8.48 
ete 4.43 5.19 6.28 7.56 8.90 


Ret. Ine. End. at 65—Male 
200 Insurance) 








$5.07 $5.35 $5.58 $5.82 
5.17 5.41 5.69 6.01 
5.20 5.49 5.85 6.27 
5.25 5.64 6.12 6.66 
5.37 5.89 6.49 7.23 
5.54 6.24 7.06 8.05 
5.68 6.65 7.80 9.19 
5.92 7.31 9.00 11.70 
6.40 8.52 11.80 Beare 
7.34 11.73 hes f 
Graded Premium Ordinary Life 
B0ss cS Tee $3.27 $5.12 $5.27 $5.44 $5.63 
25 ot seune 5.29 5.47 5.69 5.93 
te Soe 3/17 5.39 5.64 5.91 6.21 
1 SE YE 5.34 5.64 5.98 6.38 
de ree ae, 2.96 5.05 5.45 5.89 6.38 
BB ishne 5 cstnn 2.80 4.88 5.39 5.95 6.60 
Re Se. 2.71 4.99 5.67 6.42 7.31 
BOS i eke sis8 2.67 5.40 6.32 7.39 8.47 
aR ere et Shas Baie : 
Corre. P96 ges ooh ve} HG. 
Life Paid-up at 65 
Tt eee $4.08 $4.21 $4.40 $4.52 
re 4.19 4.35 4.47 4.63 
20s. FyS' hss 3 4.31 4.40 4.57 4.75 
Por. v8.2. 4.36 4.51 4.70 4.95 
| See 4.40 4.59 4.87 5.18 
Reece 4.35 4.61 4.96 5.38 
BOs aierana Sie 3.96 4.30 4.79 5.36 
Rear rr 3.48 3.97 4.67 5.47 
BO secre 3.33 4.06 5.12 6.37 
Soe 3.35 4.58 6.39 ee 





Dividends End of Year—————_, 


Age at 
Issue 1 5 10 15 20 
Endowment at 65 

ROG icrerovarsts $4.10 $4.26 $4.47 4.61 $4.77 
| ror 4.16 - 4.33 4.50 4.68 4.90 
tres: 4.23 4.36 4.56 4.80 5.08 
Bis theless 4.23 4.41 4.67 4.98 5.34 
BU 5s areca 4.25 4.49 4.83 5.24 5.72 
BOG cere 4.23 4.56 5.02 5.56 6.20 
ye 4.24 4.68 5.32 6.07 6.97 
ee 4.25 4.89 5.81 6.90 8.23 
Ee os one 4.34 5.31 6.71 8.41 ware 


$4.15 $4.36 $4.61 $4.84 $5.10 
4.22 4.45 4.70 4.96 5.29 
4.31 4.51 4.80 5.17 5.60 
4.31 4.59 4.98 5.45 6.00 
4.36 4.72 ».24 5.86 6.60 
4.44 4.92 5.63 6.46 7.46 
4.44 5.10 6.07 7.23 8.88 
4.43 5.38 6.77 8.55 11.54 
4.41 5.86 8.01 11.65 oe 
4.38 6.88 11.63 





Liberty National 
Revises Industrial 


The policy form for industrial issues 
of Liberty National has been completely 
revised, bringing about liberalization in 
many features. Provision is made for 
automatic extended insurance in case of 
default after three years’ premiums have 
been paid. Paid-up option may be 
chosen after five years’ premiums are 
paid. 

Double indemnity benefit provides be- 
tween ages 5-70 that double face of pol- 
icy is payable in event of death within 
90 days from injuries sustained solely 
through violent, external and accidental 
means. Benefit is not in effect if death 
results from self-destruction; service in 
military or naval forces of any country 
at war; operating or riding in any kind 
of aircraft, except as a fare-paying pass- 
enger; assault or felony; directly or in- 
directly from bodily or mental infirmity 
or disease, or medical or surgical treat- 
ment therefor; inhalation of gas, or tak- 
ing of poison. 

Reinstatement may be made within 
three years upon evidence of insurability 
and payment of arrears without interest. 
No provision is made for death by sui- 
cide except as set out under the double 
indemnity clause. War service outside 
the 48 states of U. S. and D. C. limits 
liability to premiums paid plus interest 
at 344%. Policy proceeds are payable 
to a named beneficiary. Should bene- 
ficiary precede insured in death, the 
company may make payment to any rela- 
tive by blood or marriage or to any per- 
son equitably entitled because of having 
incurred expense for maintenance, medi- 
cal care or burial of insured. 

No change was made in provision for 
cash surrender of policy, in grace period 
allowed, or in incontestable clause. 

Insurance of $499 face amount or less 
provides disability benefits as follows: 
Both hands or both feet, one hand and 
one foot, pays double face amount. One 
hand or one foot or loss of sight of both 
eyes before 70th birthday provides pay- 
ment of face amount. Does not cover 
military service. 

Insurance of $500 or more has the 
following disability benefits: Loss of 
both hands or both feet, or loss of one 
hand and one foot, face amount pay- 
able. Loss of one hand or one foot or 
sight of both eyes before 70th birthday, 
one-half face amount payable. Does 
not cover military service. 

All industrial insurance is written on 
the standard industrial mortality table 
(Ill. Std.) with interest at 3%%. 
Amounts of insurance purchased by a 5 
cent weekly premium are: 

7-—$499 and Under—, -——$500-$999———_, 


Paid 20 20 End. Paid 20 20 End. 
Up Pay. Year Age Up Pay. Year Age 
Age at74 Life End. 18 at 74 Life End. 18 
1...$195 $110 $ 50 $ 38 $205 $120 $ 53 $ 44 
5... 178 104 50 29 188 112 53 33 
10 155 98 50 a 166 104 53 
35 91 48 146 94 52 
7 82 46 127 84 50 
73 44 110 77 49 
66 44 95 71 49 
59 2 81 64 47 
53 40 70 57 44 
45 37 59 49 41 
37 33 47 42 3 
29 27 35 35 33 
23 22 27 29 27 





Continental American Has 
New Dividend Scale 


A_new scale of policy dividends ef, 
fective Jan. 1, which in the aggregate 
increases dividends to policyholders by 
18% was adopted by directors of Con. 
tinental American Life at a meeting last 
week. 

_All factors in the formula by which 
dividends are computed have been 
changed to correspond with current ex. 
perience. The net result is that divi- 
dends on some policies are higher and 
on other policies are lower on the new 
scale than they were on the old scale 
of dividends. In general, dividends in 
early policy years are increased and in 
later policy years decreased. : 
_ The net result on policies now being 
issued is that total dividends over the 
first 20 policy years will be increased 
on practically all insurance plans but 
considerably reduced on the annual 
premium retirement annuity contract, 
Because of the reduced interest factor, 
the new dividend scale apportions no 
dividend at all on about $4 million 
(largely paid-up insurance) of the $67 
million participating insurance now in 
force on the 344% reserve basis. 

This new dividend scale reflects the 
fact that even after the invasion of 
France, death claims among its policy- 
holders in the service have not been of 
serious proportions. No part of the 
large war mortality contingency reserve | 
has been used. Current earnings justify 
this increased scale of dividends, while 
still permitting the company to main- 
tain and even increase its already strong 
surplus and contingency reserve posi- 
tion. 

Dividend illustrations in skeleton 
form on a few more important plans 





being issued were announced. These 
are; 
Preferred Class Whole Life 
Old 
New Div. Scale, Jan.1,1945 Scale Ine. in 
-——Year. — 20 Yr. 20 Yr. 20Yr. 
Age 2 10 20 Total Total Total 
BO cisions $1.93 $ 4.29 $ 5.05 $75.98 $70.25 $ 5.73 
Se 1.94 4.86 5.73 84.92 178.63 6.29 
eee 1.95 5.82 6.78 99.36 91.29 8.07 
eae 1.98 7.47 8.51 124.00 109.10 14.90 
Participating Endow. Maturing at Age 85 
SOc arate 1.75 4.65 5.72 82.70 73.80 8.90 
a tases 1.75 5.23 6.41 91.73 82.33 9.20 
BO Sie by j 6.19 7.48 106.39 95.26 11.13 
Oct aes 1.79 7.90 9.30 131.91 114.40 17.51 
Preferred Class Business Policy 
| ee 1.91 3.95 4.59 70.32 63.64 6.68 
See 1.92 4.32 5.00 75.94 68.36 7.58 
Mest 1.94 4.88 5.47 83.90 73.05 10.85 
SR Ae 1.94 5.60 5.91 90.56 74.33 16.23 
Preferred Class Life Paid Up in 20 Years 
5.91 6.68 102.61 99.78 2.83 
6.45 7.33 110.95 107.99 2.96 
7.22 8.21 122.81 118.11 4,70 
8.54 9.60 142.23 131.26 10.97 


Preferred Class Paid Up at Age 65 


25 . 2.06 4.54 5.29 79.93 74.68 5.25 
35. 2.23 5.39 6.26 93.50 88.56 4.94 
| ee 2.82 7.22 8.21 122.81 118.11 4,70 
55 > 298 11.96 66.97* 58.85 8.12 
Preferred Class Family Ine. Policy—20 Years 
ee 7.66 7.66 7.66 145.54 98.61 46.93 
re 7.95 7.93 7.95 151.05 102.98 48.07 
ee 8.37 8.37 8.37 159.03 106.02 53.01 
BOs sy as 8.72 8.72 8.72 165.68 98.61 67.07 
Participating Ret. Inc. End. Mat. at Age 65 
25... «31888 5.41 6.17 94.20 90.44 3.76 
35 - 2.82 6.72 7.68 115.35 113.03 2.32 
45..... 2.90 9.19 12.58 158.95 159.13 —0.18 
BGcoss 3.16 18.62 92.32* 83.29 9.08 


Standard 20 Year Endowment 
. 2.68 7.96 9.55 136.59 1384.65 1,94 


abr. 

35..... 2.68 8.06 9.66 138.14 135.25 2.89 
AS ea: 2.67 8.35 9.95 142.27 136.90 5.37 
Tear 2.68 9.23 10.82 154.79 142.43 12.36 


Optional Retirement Annuity 


All.... 1.45 7.01 15.65 153.35 243.73 —90.38 


*10 years only. 


Lower Juvenile Age Limits 

The minimum age limit on children 
eligible for Massachusetts savings bank 
life insurance has been reduced from 
six months to one month, according t0 
State Actuary E. Caldwell. No 
medical examination is required for up 
to $500 insurance on children in good 
health at ages from 1 month to 15 
years. New increased death benefits 
will provide $200 for children from one 
to six months, increasing $200 annually 
thereafter to $1,000 at four years 
These increased benefits are being 
made effective on policies already 
force. 











THEY’VE SOLD MILLIONS! 


Evidence is pouring in from all parts of 
the United States and Canada that— 





THE D.L.B. BUSINESS 
INSURANCE BOOKS 


by 
H. P. GRAVENGAARD 


Associate Editor of 
The Diamond Life Bulletins 


are helping thousands of Life Underwriters 
to achieve amazing results in the field of 





Business Insurance Sales! 


35000 ALREADY DISTRIBUTED 


—Throughout The United States, Canada, South America, Hawaii, and Porto Rico 


—TO LIFE UNDERWRITERS, AGENCIES, HOME OFFICES, ATTORNEYS, TRUST OFFICERS 
BUSINESSMEN, UNIVERSITY AND CITY LIBRARIES, ETC. 


Here are a few samples of the endless flow of enthusiastic comments: 





‘These books have already produced hundreds-of-thousands of business for our Agency.” 


“We in the Home Office Agency believe this is the best material in Business Insurance with which 
we have worked.” 


“They closed a $225,000 case for us.” .. . “They closed a $60,000 case for me.” . . . “They closed 
$40,000 for me” . . . “We give them credit for at least $100,000 of good business the very first month 
in use in our Agency.” 


“These books are already getting a lot of extra business—both big and small—for our Company.” 
“TI like them because they tell, without a lot of extra words, exactly what to do—the best way.” 


WITH THESE BOOKS ON HAND YOU NEED NEVER 
AGAIN FEAR A BUSINESS INSURANCE CASE! 


Leading Companies and Agencies, from the Biggest on down, are enthusiastic Users of these Books 
—for Reference, Study Course, Clinics, Meetings, preparing Proposals, and for Solicitation. 


Each Book Illustrated With A Practical Pictorial Summary 


THIS IS THE DAY OF BUSINESS INSURANCE! 


A Complete Set Of These Four Practical Books For Only $3 


THE DIAMOND LIFE BULLETINS 


420 EAST FOURTH ST. @ CINCINNATI 2, OHIO 











Estate Survey 





PREPARED FOR 





SUBMITTED BY 





THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 











GETTING THE FACTS 


The foundation for doing a top-grade job of life underwriting is to have all of the facts 


concerning the prospect—his family, his business, his life insurance, his general eco- 


nomic situation, and other related factors. 


Northwestern Mutual agents are greatly aided in getting the necessary facts through 
the use of a specially designed Confidential Survey Form. There is a Confidential Sur- 
vey Form for Simple Programming cases, for Estate Analysis, and for Business Life 
Insurance. 

These Survey Forms are based on years of successful programming experience by 
Northwestern Mutual agents and are part of a well-coordinated, practical, flexible and 


sales-proven “programming” procedure. 


The Northwestern Mutual Life Insurance Company 


MILWAUKEE 2, WISCONSIN 





